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Seven miles downstream from the Washington 
Monument (upper center) the colonial port of 


Potomac Portrait Alexandria, Virginia, has grown to he the fourth 


largest city in the Old Dominion State. 
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Banking in the Subway 


Sirs: We thought you would be inter- 
ested in the picture of our new savings 
unit which is located on the subway 
mezzanine of Grand Central station in 
New York City. This is something new 
in banking; to the best of our knowledge, 
no bank has ever attempted it before. 

The new office, where subway riders 
can open savings accounts and handle 
their savings business is in line with the 
thinking of our president, Earl B. 
Schwulst. “One of the obligations of a 
mutual savings bank is to make it as 
convenient as possible for thrifty people 
to save money,” said Mr. Schwulst at 
the opening. “This latest savings unit 
permits commuters and other users of 
the Grand Central subway station to 
transact their savings business without 
leaving the subway platform—and be- 
fore and after regular banking hours.” 

Banking hours at the subway office 
are from 8 a.m. to 6:30 p.m. 

During the first two weeks of opera- 
tion, we opened 180 new savings ac- 
counts with deposits of $67,175. In 
addition, we had 774 deposits totaling 
$127,828. This business is more than 
we anticipated. 

EDWIN W. Goat, Asst. Vice-President, 

The Bowery Savings Bank, 

New York 17, New York 
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Customers’ Room 


Sirs: Recently our bank opened an at- 
tractive, new room for the use of our 
customers and friends. It is known as 
the “Friendship Room,” and offers free 
coffee, soft drinks, magazines and tele- 
phone service. 

The motif of the room is Arabic, with 
black, white and blue colors used in pleas- 
ing contrast and it will accommodate 
from 18 to 20 people. In making the 
announcement, the bank made use of its 
slogan and described the room as an- 
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The Bowery Savings Bank, New York City 


other example of how it serves as 
“Tomorrow’s Bank Today.” 
MARJORIE SEYSTER, Assistant Cashier, 
Bank of Commerce, 
Fort Worth 2, Texas 
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Operating Developments 


Sirs: Operations is something you 
can know about only for a very short 
time unless you constantly keep abreast 
of new developments, new systems and 
new ideas. We feel that Burroughs 
Clearing House is a place where a great 
deal of this material can be found. 

C. CLIFTON PRUITT, Comptroller, 

First and Merchants National Bank, 

Richmond 17, Virginia 
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Teen-Age Loan Fund 


Sirs: Our bank has just established a 
special teen-age loan fund of $500 for 
the use, of high school students. 

This gives effect to the bank’s think- 
ing that the majority of teen-agers are 
responsible, level-headed youngsters. 
The fund will not only provide members 
with loans “for immediate needs but also 
gives them a chance to build a sound 
credit rating, something that will be of 
value to them all their lives,” said Pres- 
ident I. N. Arnof in making the an- 
nouncement. 

Loans will be made without collateral 
or co-signers and will be repayable in 
small installments. To become eligible 
for credit, students submit written appli- 
cations to a seven-member student loan 
committee and obtain the written consent, 
but not the guaranty, of parents. 

In endorsing the plan, our Superin- 
tendent of Schools said the confidence it 
placed in the teen-agers would do more 
for them than a series of lectures. 

OTTO MILLER, Exec. Vice-President, 

Bank of McCrory, 

McCrory, Arkansas 
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Pretty penny for copper 


A look at what modern banking does for one of the 
oldest industries on earth. 


As any copper man can tell you, it does 
take a pretty penny to keep America’s 
Copper Industry producing nearly a mil- 
lion tons of metal a year, from domestic 
sources alone. 

Traditionally, profits after taxes and 
capital invested by stockholders finance 
copper progress. But sometimes—just as 
happens in the best regulated families— 
what goes out for expansion exceeds the 
capacity of working capital. That’s where 
the banker pitches in, or more precisely... 
advances a pretty penny. 


Bank Role 


A bank Ioan made on the reputation and 


resources of a copper company goes to 
cover practically any activity from min- 
ing ore to perfecting new alloys for finished 
products. In mines, fabricating centers, 
and manufacturing plants bank loans help 
dig copper, refine copper and make copper 
products. And to complete the copper 
lending pattern, banks frequently help re- 
tail merchants stock shelves with the thou- 
sands of copper and brass items you use 
every day. 


The Human Angle 


All told, these bank loans to the Copper 
Industry come to many millions every 
year. But statistics aside, there’s a hu- 





man angle to the copper loan story. 

Wherever money works in a freely competi- 
tive economy, men and women work, too, and 
the goods they produce... the wealth they cre- 
ate... make the whole nation happier, health- 
ter and more progressive. 

The Chase Manhattan Bank of New 
York, a leader in loans to American indus- 
try, is proud of the contribution banking 
has made and is making to the progress of 
our country. 


THE 
CHASE 
MANHATTAN 
BANK 


(MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION) 


One of a series of advertisements being published in New York City newspapers 
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TRENDS IN FINANCE 








Bank Net at Three-Quarter 
Mark is Encouraging 


Perhaps indicative of the national 
trend, and also of full-year results, is an 
analysis of the net operating earnings 
of New York City’s 10 largest banks for 
the first nine months. 

The figures make encouraging reading. 
According to the brokerage firm of 
Paine, Webber, Jackson & Curtis, the 
banks’ aggregate earnings are up 15.9 
per cent over the first three-quarters of 
1954. Income from loans shows a 12.1 
per cent gain; from securities, a 10.4 
per cent increase. 

However, the operating net does not 
take into account security profits or 
losses, and a number of Manhattan banks 
due to lower bond prices have substantial 
losses in security sales to report, as 
against some big profits from this source 
in 1954, 
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How a Finance Committee 
Makes its Decisions 


Members of the finance committee of 
the John Hancock Mutual Life Insurance 
Company recently turned actors to pre- 
sent a typical investing session for 300 
of the company’s top agents attending a 
sales convention in Boston. The objec- 
tive was to give the agency men a clearer 
idea of how this important committee 
operates. 

The performance was entitled “This Is 
Your Finance Committee,” and marked 
the first time in history that these fi- 
nancial planners had opened their pro- 
cedures to an audience. The histrionic 
debut featured the recapitulation of eco- 
nomic thinking and decisions at several 
recent meetings of the committee. 

An accompanying view shows John 
Hancock directors and officers who took 
part in the presentation. Included, left 
to right, are: Ralph Lowell, president, 
Boston Safe Deposit and Trust Com- 
pany; Philip H. Theopold, partner, 
Minot, DeBlois and Maddison; Byron K. 
Eliott, executive vice-president of the 
John Hancock; Paul F. Clark, president 
and chairman of the finance committee; 
Bishop C. Hunt, second vice-president 
and economist; William M. Rand, for- 
mer president, Monsanto Chemical Com- 
pany; Thomas D. Cabot, president of 
Godfrey L. Cabot, Inc.; and John Q. 
Adams, assistant treasurer of the John 
Hancock. 

General policies. Agency men heard 
discussions on the present cash position 
of the company, money rates, opportuni- 
ties for investments in bonds, city and 

arm mortgages, and the size and yield 
f the common stock portfolio—all sub- 
ects aimed at giving them a clearer idea 
of how the committee operates. 

The company has been one of the most 
zgressive insurance buyers of common 
stocks, and at a recent date its portfolio 
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Insurance firm’s finance committee enacts investing session 


had a market value of $230 million com- 
pared to an initial outlay of $115 million. 
These holdings, however, are still minor 
when matched against its $2.8 billion of 
bonds and $900 million of mortgages. 
The company indicated that it would buy 
an additional $88 million of bonds during 
the balance of 1955. 

The bond-buying plans are based on 
an expectation of higher interest rates. 
Dr. Bishop Hunt, John Hancock econo- 
mist, told the group that he believes the 
rise in bond yields initiated in mid-1954 
will continue through 1955. He also pre- 
dicted continuing strong demand for 
credit from corporate and municipal 
borrowers, real estate interests and the 
U.S. Treasury. 

Specific decisions. Following the gen- 
eral discussion, the committee, which is 
responsible for the investment of nearly 
$2 million of policy owners’ funds each 
working day, heard recommendations 
and voted on the purchase of notes rep- 
resenting $29 million. 

From their seats on the stage of John 
Hancock Hall, the committee heard a 
report on a radio-television firm which 
has offered the company $25 million of 
3% per cent notes. A John Hancock 
analyst, Frank G. Neal, Jr., felt it was 
a good risk due to the radio company’s 
excellent growth record and its experi- 
mentation in color television and tran- 
sistors. These facts led to approval of 
the purchase of the notes, of which $15 
million would be taken down immediately 
and $10 million would be taken over an 
18-month period at an additional cost 
or “standby” fee of % of 1 per cent. 

Purchase of $2 million of 4 per cent 
notes of a shoe corporation also was 
acted upon, after analyst John Q. Adams 
gave the committee information on that 
firm’s management and its growth 
record. 

Convertible issue. Conversion of some 
$1,130,000 of 3.7 per cent debentures of 
an oil company into 17,385 common 


shares also was approved by the com- 
mittee. Agents learned that in mid-1953 
John Hancock had purchased $5 million 
of the debentures. Since that time the 
company has sold $3,250,000 worth for 
a profit of $400,000 and has converted 
$620,000 of the debentures into common 
stock. Conversion of the remaining de- 
bentures would give John Hancock 
71,351 shares of the oil company stock 
at an average cost of $65.57 a share, 
compared to current market value of 
nearly $75.00 a share. 

Mortgage loans. In other actions, the 
committee approved a $1,400,000 mort- 
gage on a new apartment house north of 
Baltimore, but turned down an applica- 
tion for a mortgage on a building in 
New York City. The latter, the group 
was told, was built in 1932 and lacked 
air conditioning, while the Baltimore 
structure was only half completed and 
many of the apartments already rented. 

Farm mortgaging was also covered, 
the committee approving 72 loans total- 
ing $970,000 and a single loan of $135,000 
for a successful farmer. The large loan 
will be secured by 1,080 acres of Missis- 
sippi delta land to be purchased by the 
40-year-old farmer for $320,000. 
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Some Problems in Offering 
A Small Business Course 


In a pioneering venture, the member 
banks of the Detroit Clearing House 
Association have joined this Fall with 
Wayne University and the Small Busi- 
ness Administration in co-sponsoring an 
educational program for small business- 
men. 

Early results have not measured up to 
expectations, and an analysis of some of 
the reasons why may be of benefit to 
other financial institutions or groups. 

The program so far has taken the 
form of evening courses in business prin- 
ciples for retailers. The two-hour classes 
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E. Skiffington, branch manager, The Detroit Bank, cites profit hurdles 


Detroit banks co-sponsor course for small businessmen 


are being held over a 10-week period at 
three of the high schools. 

The motivations. The Detroit banks 
became interested in the program from 
several standpoints. They realized that 
many small businessmen lacked “know- 
how” in operating their enterprises, and 
they believed that the course might help 
them become better, more successful cus- 
tomers. It was also felt that co-sponsor- 
ing the program would be good commu- 
nity relations, and good advertising for 
the banks. 

A Clearing House committee was 
formed, and it agreed that the best way 
to “sell” the educational course was 
through the branches. All of the branch 
managers were thus invited to a banquet 
at which the program was explained, and 
they were asked to become salesmen in 
lining up small retailers in their areas. 
The branches were empowered to take 
enrollments and $30 tuition payments. 

Response lacking. While a large retail- 
er turn-out was hoped for, and a tenta- 
tive schedule was drawn up calling for 
numerous classes throughout the city, 
the initial response has proved to be dis- 
appointing and only three sections have 
been organized to date. Looking back, 
here are some of the responsible factors 
cited by those close to the program: 


1. The branch managers were not com- 
pletely briefed, and did not thoroughly 
understand the value of the course. 

2. No suitable explanatory pamphlet 
or brochure was made available to them, 
for distribution to prospective enrollees. 

3. The program was launched too late 
in the Fall, and consequently impinged 
on the retailers’ busy Christmas season. 

4. Many retailers keep evening hours; 
also the $30 tuition, while comparatively 
reasonable, was sometimes a stumbling 
block. 

5. Some branches found that small 
manufacturers, rather than retailers, 
showed more interest in the idea of an 
instruction course. Their business hours 
did not conflict, the tuition charge was 
not a barrier, and they recognized the 
need for help in the multiplicity of their 
operations. 

Corrective measures. Some steps are 
now being taken to overcome the difficul- 
ties encountered. An explanatory broch- 
ure is now being printed, for broad-scale 
distribution to business people who might 
be interested—manufacturers as well as 
retailers. 


Special courses are to be offered to 
small manufacturers, supplementing the 
retailer program. Actually, as_ the 
courses have been developed ‘by the Divi- 
sion of Business Services at Wayne Uni- 
versity, under Director H. A. Lyon, the 
emphasis differs in each class. Based on 
the findings of a questionnaire, the course 
coordinator judges what topics should be 
given special attention. The courses are 
primarily group discussions at a prac- 
tical level, rather than lectures. Topics 
include the responsibilities involved in 
business operation; areas from which 
help can be obtained, such as banks; the 
necessity, use and value of records; tax 
problems; selling, sales promotion and 
advertising; legal considerations; and 
employee relations. 

It has been agreed that this should be 
a long-range activity, rather than a one- 
shot venture. It is hoped to have five 
more classes started before Christmas, 
with more to follow as the interest de- 
velops. 


Tax “Swaps”? By Banks 

One of the principal features of the 
market for Treasury securities during 
recent months has been a growing volume 
of tax swaps. A tax swap is the sale of 
one security for the purpose of establish- 
ing a capital gain or loss, and the re- 
placement purchase of another security. 
With Treasury security prices low, re- 
cent operations have been to establish 
tax losses. Theoretically this practice 
might be followed with any security, not 
just Treasury issues. But the special 
tax position of state and local govern- 
ment issues makes them less promising 
candidates for tax trading. Corporate 
securities can be swapped profitably, but 
the secondary market for them is less 
resilient. Big deals are not always 
feasible. 

Why commercial banks? Commercial 
banks find this practice profitable because 
they are permitted by law to deduct net 
capital losses, whether long-term or 
short-term, from other current income in 
computing taxable income. But the tax 
rules do require banks, as others, to 
deduct capital gains from losses before 
making this deduction; they also require 
the deduction of capital losses from gains 
before reporting this amount for taxa- 
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Calls facts valuable resource 
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Financial leaders repeatedly emphasize how 
much major businesses depend on prompt, 
exact credit information. Outspoken satis- 
faction from those who rely on it is the best 
possible endorsement for our credit investi- 
gation service. 


Every practical source is probed, using our 
own highly-developed techniques. Our inves- 
tigators are skilled in method, schooled in 
tact. They have direct channels to both 


usual and out of the ordinary agencies and 
individuals in every part of the world. Their 
work is closely supervised by seasoned credit 
officers who select, analyze and evaluate the 
information furnished you. 


Why not let Bankers Trust do a fast, efficient, 
personalized job on your next credit inquiry. 
It’s one of the most valuable correspondent 
services available to banks throughout the 
country. 


Member 


BANKERS TRUST COMPANY &§) #2 


16 WALL STREET, NEW YORK 15, N.Y. 
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tion at the special rate applying to long- 
term capital gains. 

This has lead to a very special invest- 
ment practice: so far as is practical, 
commercial banks find it advantageous 
to bunch capital losses in one year and 
then to bunch capital gains in another 
year. Thus in a year such as 1955 when 
security prices have been low, commer- 
cial banks concentrate on taking capital 
losses and avoid realizing capital gains. 
In a year such as 1954 the opposite policy 
tended to prevail. 

This means that in many years the 
taxable income reported is not really 
a very close test of current operating 
results. Year-to-year comparisons are 
invalidated by the concentration of cap- 
ital losses or gains. In the long run tax 
swaps are demonstrably advantageous to 
most banks but if they are sensitive 
about the possible objections of stock- 
holders to temporarily lower reported 
earnings, they may hesitate to engage 
in this practice. Some commercial banks 
apparently have hesitated to take tax 
losses for this very reason. 

Mechanics of tax swaps. The general 
principal governing tax swaps is fairly 
simple in theory but often awkward in 
practice. In theory, a bank should turn 
over its portfolio at as low a point in the 
market as possible. In this way, the 
opportunity is created for reporting the 
maximum proportion of security income 
on a capital gains rather than on a cur- 
rent income basis. The reported income 
is deferred to the future but then taxed 
at the favorable rate applying to long- 
term capital gains. 

Picking the low point of the market, 
however, is easier said than done. Some 
of the bigger banks follow a practice 
about as follows: as soon as the market 
goes down appreciably they engage in 
tax swaps. If the market goes down 
further, they swap again. This process is 
repeated whenever the arithmetic of 
after-tax yields suggests it to be profit- 
able. In this way such a bank hopes to 
have a turnover of its portfolio reason- 
ably near the bottom of the market. 

On the way up two simple require- 
ments prevail: no further swapping until 
the next tax year and until six months 
have elapsed. And, of course, it is nice if 
the portfolio manager can pick the top 
of the market at which to realize his 
capital gains and simultaneously shorten 
the average maturity of his holdings. 

Swaps and maturity shifts. A tax swap 
cannot be made immediately or simul- 
taneously in the identical security; other- 
wise the wash sale rule would apply 
and the tax examiners would not permit 
application of the capital gains rate. 
Short-term investment of the proceeds 
for the 30-day waiting period is possible 
if the swapping bank is willing to gamble 
on the market. But the simpler thing to 
do is to go into a similar but not identi- 
cal security. 

Many banks, however, use the occasion 
of a tax swap to shift maturities. The 
logic of such a maturity shift is per- 
suasive. If the tax swap is made near the 
bottom of the market, a maturity exten- 
sion is very likely to be a smart move. 
And if the portfolio trader is smart or 
lucky enough to hit the top of the mar- 
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The relative opportunities 


ket in realizing his capital gains, it is 
a fair bet that portfolio shortening at 
such a time will prove to have been sound 
judgment. 

And so tax swaps have come to be 
combined with maturity shifts in a great 
many cases. As a practical fact, of 
course, some banks minimize this feature 
for reasons of general investment policy 
or to observe long-standing investment 
rules laid down by boards of directors. 
And very big money market banks some- 
times face a further technical problem: 
the market is not always big enough to 
both absorb and offer the exact securities 
they would prefer to exchange at the 
moment they would prefer to do business. 
Large banks must cut their plans to the 
realities of the market. 

Which security? Since yield relation- 
ships in the market change, one cannot 
generalize about the choice of securities 
for these transactions. But one general 
rule seems to be true: the low-coupon in- 
termediate securities seem to offer more 
opportunity for tax swapping most of 
the time. The accompanying chart shows 
this to be the case. 

One difference generally seems to be 
true: low-coupon securities seem to offer 
greater opportunities. When yields rise 
and prices fall, these securities go to 
greatest discounts. When purchased only 
the coupon must be treated as current 
income; the opportunity for capital gains 
is thereby enhanced. 

But the factors governing such shifts 
change from time to time. Most dealers 
are now prepared to advise customers on 
the relative choices prevailing at any one 
moment in the market. 
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Vew Booklet Promotes 
Berlin Stock Exchange 


A move to attract U.S. investors has 
been launched by the 270-year-old Berlin 

tock Exchange, which has issued a 
booklet in English that covers its opera- 
tions and history. 

The illustrated publication includes a 
sample Official Bulletin of quotations on 
all securities traded during one business 


November, 1955 




























BOARD 


of 
DIRECTORS 














George M. Wallace 


Chairman 


James E. Shelton 
President 
Chester A. Rude 
Chairman 
Executive Committee 


Lloyd L. Austin 
Vice President 
Elmo H. Conley 
Attorney 
Shannon Crandall 
Chairman of the Board 
California Hardware Co. 
Thomas A. J. 
Dockweiler 
Attorney 
Paul D. Dodds 


Vice President 


Gabriel C. Duque 
Attorney 


Bryant Essick 
President Essick Mfg. Co. 


Philip S. Fogg 
Chairman of the Board & 
President, Consolidated 
Engineering Corporation 
Robert E. Gross 
President 
Lockheed Aircraft Corp. 
Maynard McFie 


Investments 


John O'Melveny 
Attorney 


Fred B. Ortman 
Chairman of the Board 
and President, 
Gladding, McBean & Co. 
John J. Pike 
President 
The Republic Supply Co. 
of California 
Elbridge H. Stuart 
President, Carnation Co. 
Milton M. Teague 
Vice President and General 
Manager, Limoneira Co. 
Edward R. Valentine 
Chairman of the Board 
and President, 
Robinson Building Co. 
C.T. Wienke 


Vice President 


John C. Wilson 


Surgeon 













THE RUBBER INDUSTRY in the Los Angeles Metropolitan 
Area is a major economic activity, with an annual 
payroll approximating $70,000,000. This district is 


the second largest tire and tube production center in 
the nation (after Akron, Ohio). Los Angeles ac- 
counts for about 6 per cent of all U.S. rubber in- 
dustry employment, and more than 90 per cent of 
all California workers in rubber. Average weekly 
earnings of production people exceed the national 
rubber industry average by 21 per cent, and the 
Los Angeles area all-manufacturing average by 20 


per cent. 


Although tire and tube making account for the 
bulk (68 per cent) of the employment here, non- 
tire rubber products total 37 per cent of new rubber 
consumption. Largest single item of the non-tire 
group is foam rubber, used by the automotive, air- 
craft and furniture industries. Other categories in- 
clude footwear, hose, gaskets, belts, wire and cable, 
non-tire automotive, flooring, household and appli- 


ance, drug sundries, and miscellaneous. 


ECURITY-FIRST NATIONAL 
BANK OF LOS ANGELES 


FOUNDED 1875S 


STATEMENT oF CONDITION 
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RESOURCES 


Cash and Due from Banks eeecccccseces 
U. S. Government 


Securities ........ $1,052,598,968.23 
State and Municipal 

Se 72,692,712.34 
Other Bonds and 

SOCELIIES «< ccccees 31,900,721.54 





Loans (less £eseS Ves). o.cccscsccccecccs 
Earned Interest Receivable .......... 
Customers’ Liability— Accept. and L/C 
Bank Premises...... vhcerneasecdoceses 


Other Assets eeeeseeeceeeseeeseeeseeeeece 


TOTAL Seeeeeeeeeeeeseeeeeeeeeeeee 


LIABILITIES 
Capital.......see0e6 $ — 50,000,000.00 
Surplus ........006  50,000,000.00 


Undivided Profits .. 40,500,357.31 
Reserves for Interest, Taxes, etc.....26 
Interest Collected—Unearned..... eoeee 
Acceptances and Letters of Credit ..... 
REE LI 66a 65040660000 yssee005 
Deposits—Time .... $ 610,793,007.24 

—Demand. 1,357,196,199.17 





$ 407,034,763.40 


1,157,192,402.11 
557,119,319.56 
7,216,075.72 
3,970,946.58 
3,769,500.49 
183,389.60 


$2,136,486,397.46 





$ 140,500,357.31 
19,129,342.34 
4,605,258.07 
3,970,946.58 
291,286.75 


1,967,989,206.41 





eee 


$2,136,486,397.46 


Securities carried at $216,584,152.24 are pledged to secure trust funds 
and U.S. Government, State and other Public Moneys, and for other 


purposes as required or permitted by law. 


143 Offices and Branches serving Central and Southern California 











Member: Federal Reserve System, Federal Deposit Insurance Corporation 
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American Credit Insurance 
AND 


The Case of the 
Banker’s Benefit 


| HIS is an example of how American Credit Insurance can be a deci- 
sive factor in securing commercial loans. Whether your own business 
is large or small, the principle is a valuable one to keep in mind. 


The policyholder, a cabinet manufacturer doing a gross business of 
some three million dollars a year, was offered an extremely attractive con- 
tract by a television concern of many times its own size. Only one hitch 
seemed to exist: a need for additional working capital at the outset, to 
finance substantial purchases of materials and a fairly large tooling-up 
operation. At the same time, the policyholder was anxious to have its new 
account included in the coverage afforded by the existing policy, and 
routine inquiry went forward to American Credit in this matter. 


Discussion brought out the financial aspect of the entire contemplated 
setup, and the suggestion was made that the insured accounts receivable of 
the policyholder be used as collateral for a bank loan. Would a bank 
advance funds on this basis? 


A bank would and did—and the policyholder proceeded to close the 
deal. The new account was afforded coverage up to 150 thousand dollars, 
and a collateral benefit rider was attached to the policy, under which the 
lending bank was given equal assurance with the policyholder of the pay- 
ment of all the accounts covered. The operation moved forward, and all 
went smoothly, until... 


With an outstanding of more than 110 thousand dollars for actually 
delivered cabinets, the account became past due. The many-times-larger 
television concern proved less sound than the cabinet manufacturer serving 
it. After failure to collect, suit had to be entered, but—neither the cabinet 
company nor the lending bank had any primary part to play in this act of 
the drama. 


Under the terms of the policy, the bank immediately received a loss 
payment of more than 85 thousand dollars—and the policyholder suffered 
no loss of credit standing, no diminution of working capital, no alteration 
of the terms of the loan. 


Have you considered the possibility of using insured accounts receiv- 
able as collateral in your own financing operations? For your copy of a new 
booklet: ‘‘Credit Insurance, Its History and Functions,” write Department 49, 
First National Bank Building, Baltimore 2, Maryland. 


American Credit 
Indemnity Company 


of New York 
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Beamed at U.S. investors 


day, and a list of members with their 
cable addresses. 

Its seven official brokers and 31 out- 
side brokers constitute the largest se- 
curities market in Germany, with cur- 
rent listings showing 269 different bond 
issues and quotings of 347 shares. On its 
curb market more than 200 securities 
are traded. Many of its shares and bonds, 
principally of companies in the Russian 
zone, are traded on telephone over-the- 
counter markets. 

The Exchange recently moved into 
new, modernistic Western zone head- 
quarters, adjoining the Chamber of Com- 
merce building in Berlin’s new financial 
district. The old financial center is lo- 
cated in the Soviet sector of the divided 
capital. 

Copies of the informative booklet can 
be obtained by writing Wolf Citron, 316 
East 55th Street, New York 22, New 
York. 


od od e 


Interim Financing Deal 
May Set Pattern 


A unique interim financing arrange- 
ment to cover construction of a new 
sewage disposal system was recently 
worked out by Singer, Deane and Scrib- 
ner, fiscal agents of the Allegheny 
County Sanitary Authority, and a group 
of banks headed by the Mellon National 
Bank and Trust Company of Pittsburgh. 
It enables the Authority to postpone 
permanent financing of the project dur- 
ing this period of comparatively high in- 
terest rates. 

Loan provisions. The banks have 
loaned the Authority $100 million at 2% 
per cent, and the money is being con- 
verted to government securities to secure 
the four-year loan. 

Once the Authority receives satisfac- 
tory construction bids for the entire 
project, which will consist of 63% miles 
of sewer lines and a treatment plant 
covering 50 acres, it will sell the govern- 
ment securities to pay its contractors. 
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Private Placement of 
T Corporate Issues 
=o 
] These Notes have not been and are not being offered to the public, 
This announcement appears as « matter of record only, 
$12,000,000 
General Finance Corporation p 
Ten Year 314% Promissory Notes : 
due June 15, 1965 4 
Direcs placement of the above Notes has been negotiated by the 
( 
; a 
) 
1 —— eee ee not being offered to the public, 
Denice #3 @ matter of record only, 
- “Latta 4 
d 54% Associates I 
$38,500,000 nvestment Company 
n . |: $25,000,000 34% Promi 
6 The Western Union Telegraph Company | 4 oo 405 ilies areas 
w Twenty-five Year 414% Debentures, Series 1 f : »090,000 374% Subordinated Notes due October 1, 1968 
due June 1, 1980 } = : 
fs Direct placement of 1 ea 
Direct placement of the above Debentures has been negotiated by the undersigned. | rts se sev ta : 
SALOMON Bros. & HUTZLER SALOMON Bros. & H UTZLER 
SIXTY WALL STREET. NEW YORK 5,N. ¥. = . 
> Sen Francisco Dalles ‘West Palm Beach a saunas Sener iasesessssmananeeeenenenemmennne — BN 
ew yet a yee ee ene — 
tly : 
ib- 
ny 
yup 
nal 
m SALOMON BROS. & HUTZLER 
one 
ur- rs . 
ad Dealers and Underwriters of High-Grade Securities 
ou Members New York Stock Exchange 
‘4 
on- 
ure SIXTY WALL STREET, NEW YORK 5, N.Y. 
fac- BosToNn PHILADELPHIA CLEVELAND CHICAGO 
jae J SAN FRANCISCO DALLAS West PaLM BEACH 
ant y 
brn- . 
Ss. 
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PATTERN 


Here’s a pattern many progressive 
bankers are following when a manufac- 
turer or wholesaler asks for a loan. 

They suggest the Douglas-Guardian 
Plan for borrowing on inventory. Under 
this Plan, we issue warehouse receipts 
to your bank for the customer’s mer- 
chandise which secures the loan. Result: 
The borrower gets the cash he needs. 
Your bank makes a loan, a profit and 
a friend. And, of course, Douglas- 
Guardian has the opportunity to serve 
you both. 

For more detailed information, phone 
or write our nearest office. 


DOUGLAS-GUARDIAN 


WAREHOUSE CORPORATION 


Executive Office: 118 North Front Street, 
New Orleans I, Louisiana 


NEW YORK 4, N.Y., 50 Broad St. 

DETROIT 26, Mich., Penobscot Bldg. 

SAN FRANCISCO 3, Calif., 785 Market St. 
SPRINGFIELD, Mo., McDaniel Bldg. 
CHICAGO 2, IIl., 173 W. Madison St. 
DALLAS |, Texas, Tower Petroleum Bidg. 
LOS ANGELES 14, Calif., Garfield Bldg. 
ATLANTA 3, Ga., Hurt Building 

16 other convenient offices 
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At that time the interest rate on the 
portion of the loan equal to the amount 
of securities sold will go up to 2% per 
cent. The Authority will repay the prin- 
cipal of the loan through sale of long- 
term Authority bonds, which will also 
provide the basis for long-range financ- 
ing of the new sewer system. 

The plan’s benefits. Advantages 
claimed for the interim financing plan 
are: There is no concern over the usual 
problem of selling sufficient Authority 
bonds in time to accept bids, since the 
Authority receives the funds and is “in 
business” immediately; the Authority 
can pick the most favorable markets dur- 
ing the next four years in which to sell 
its bonds in either small or large blocks; 
and during construction the agreement 
will result in considerable savings on 
interest, which is usually a costly factor 


| in long-term financing of this type. 


There are 12 Pittsburgh area banks 
and 10 banks from New York, Chicago, 
Cleveland and Philadelphia participating 
in the loan with Mellon National. 
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Methods of Financing 
Small Business Growth 


Financing problems of small business, 
and some of the ways that investment 
bankers can help to solve them, are out- 
lined in a new 18-page booklet, “Equity 
Capital for Small Business Corpora- 
tions.” 

This helpful guide, prepared by the 
Investment Bankers Association, dis- 
cusses the advantages and disadvantages 
of using outside capital, describes the 
various sources, specifically covers the 
small business approach to the problem, 
and then presents general recommenda- 
tions for firms with annual sales under 
$1 million and earnings before taxes of 
less than $150,000. 

Investment banker aids. The pamphlet 
notes that even though the public secur- 
ities market is not generally available to 
small business, the investment banker 
may nevertheless be helpful, not only in 
planning an appropriate capital struc- 
ture but also in finding investors with an 
interest in such ventures. It is explained 
that occasionally the investment banker 
will put some of his own funds in a 
company that seems particularly attrac- 
tive to him, form a syndicate for this 
purpose, refer the firm to a capital pool 
in the area, seek out a wealthy individual 
interested in capital gains, or serve as 
an intermediary in approaching a larger 
corporation that might be willing to be- 
come a minority owner. 

Good presentation. A major recom- 
mendation to the small businessmen 
seeking additional equity capital is that 
he prepare, for submission at the first 
discussion, a factual presentation of the 
business that is accurate and compre- 
hensive. 

“There is only one thing that attracts 
investment to a corporation, and that is 
the promise of gain through increased 
dividends,” the booklet adds, “and the 
investor’s expectation of earnings must 
be justified by the presentation that is 
made.” 

However, the pamphlet adds, retention 
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Investment banker suggestions 


of as large a portion of the common stock 
as possible by management is usually 
desirable in the early stages of a com- 
pany’s growth. In this connection, the 
possibility of issuing preferred stock or 
subordinated debentures is discussed. 

Discussions invited. “The average in- 
vestment banker,” the publication con- 
tinues, “is very much interested in learn- 
ing about companies that have growth 
possibilities, and for that reason he is 
always willing to discuss the capital 
problems of the small businessman and 
to furnish advice.” 

Copies of the pamphlet may be ob- 
tained from the Investment Bankers As- 
sociation of America, 425 Thirteenth 
Street, N.W., Washington 4, D.C. Cost 
is 25 cents per copy; in quantities of 10 
or more, 15 cents per copy. 
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Outboard Boating 
Equipment Financing 


Banks that have gone into the financ- 
ing of outboard boating equipment are 
favorably inclined toward such loans, but 
many financial institutions are still un- 
aware of the potential opportunities of- 
fered by this expanding industry, ac- 
cording to a recent survey conducted by 
the Outboard Boating Club of America. 

The study has been incorporated into 
a 22-page booklet entitled “A Guide to 
the Financing of Outboard Boating 
Equipment,” which is illustrated with 
21 graphs and divided into six main sec- 
tions: a foreword explaining the purpose 
and scope of the survey; a summary of 
its highlights; a discussion of expansion 
in the industry; a section dealing with 
the “outboard package”; a buyer’s re- 
port; and the final part, which provides 
pointers for loan officers interested in 
setting up a program for financing out- 
board equipment sales. 

107 banks surveyed. Information for 
the study came from 107 banks, 313 
lealers, 67 distributors and 35 manufac- 
urers of outboarding equipment. 

Outboarding enthusiasts spend more 
than $229 million annually for new boats, 
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What's the 
NEW Southern Custom? 


It’s the up-and-going custom of opening doors 
for new industry (over 22,000 new plants 
since 1939). The “open, sesame” for your 
profit-minded customers can be the facts you 
furnish about this great and growing market. 
Want the facts? First check the folks 

who know the South.. 


THE Fit NATIONAL BANK OF ATLANTA 


The bank 


that knows its neighbors | 


MAIL TODAY 


The First National Bank Dept. G-4 
Atlanta 2, Georgia 
That's a nifty custom, neighbor, and I’m interested. 


Tell me more about: 











Address. 





City. Zone State 
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DOORS WITH THE “built-in” WELCOME 
















































REVOLVING DOOR ENTRANCES that are “always open” 


to safely speed two-way traffic . . . yet “always closed” 
to outside drafts, dust, and disagreeable weather .. . 
really say “come in” and “come back again’’ 

in the most convincing way. And, at the same time, 
they really save you many dollars each year 

in each of many ways — all verified in the new 
International Revolving Door Entrance Manual. 


Write for your personal copy, now. 


See Sweet’s Architectural File 
4 Or Classified Section of Your Telephone Directory 


REVOLVING DOOR ENTRANCE DIVISION 


INTERNATIONAL STEEL COMPANY 
2054 EDGAR ST. @ EVANSVILLE 7, IND. 
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ALWAYS CLOSED 











A $229,000,000 annual business 


motors and trailers, the publication 
points out, but only 27 per cent of out- 
board motors and 32 per cent of outboard 
boats are sold to consumers on an install- 
ment basis. 

While these items are within the buy- 
ing range of the average family, O.B.C. 
notes, the total cost for the outboard 
package (about $763 for boat, motor and 
trailer) is at a level that often makes 
financing assistance necessary, and 
worthwhile from a lender standpoint. 

Loan details. Down payments, interest 
rates, terms of payment, recourse to 
dealers, dealer inventory paper and in- 
surance are all covered in the final sec- 
tion, which offers many guideposts for 
loan officers. 

Copies of the booklet can be obtained 
by writing the Outboard Boating Club of 
America, 307 North Michigan Avenue, 
Chicago 1, Illinois. 
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Urges Split-Funding 
of Pension Plans 


A life insurance company executive 
has recently cited a new trend in the 
split-funding of pension plans as a solu- 
tion for employers seeking “to combine 
the major services of an insurance com- 
pany with the major services of a cor- 
porate trustee.” 

John M. Hines, second vice-president 
of The Equitable Life Assurance Society 
of the United States, in a talk given 
before the fall conference of the Council 
on Employee Benefit Plans, claimed that 
split-funding “gives more flexibility, 
lower net cost and more guarantees than 
can be provided by a fully trusteed 
arrangement.” 

Remarking that “some insurance com- 
panies are reluctant to move from their 
traditional role of insurer into this 
area,” and that “banks are often reluc- 
tant to see a large share of their funds 
invested in stocks,” he hoped that ‘“‘both 
insurance companies and banks will find 
in split-funding a way of living together 
to give pension plans the advantages 
which each can provide.” 
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We cover a lot of ground 


IN JUST 42 DAYS... 


We mean in our Concentrated Course in Banking, which 
we run every year to help train executives in our cor- 
respondent banks. 


Last year, for example, we had classes in: 


Credit Bank Operations 
Installment Credit Money Market 
Public Relations Audit Controls 
Bank Investments Business Trends 


Wills, Trusts, Taxes Mortgage Loans 
There’s only one way to cover that much ground prop- 
erly in a short time, and this is how we do it: Both 
students and faculty work morning, afternoon and night. 
Thus, we pack into just 44% days a planned educational 
program . . . developed and conducted by experienced 
bankers. 

The whole idea of the course resulted from our close 


relationships with our correspondent banks. Through 


years of looking for extra help which they might want, 
we learned that one need stood out—the need for assist- 
ance in training executives, particularly among smaller 
and medium-sized banks. 


That’s when we thought about developing a training 
program combining useful information for young bankers 
coming up... and also a valuable review for older men. 
We mapped out a 44-day course, selected top Mellon 
Bank officers as teachers, then invited our correspondent 
banks to send students. 


The first year, the response was so heavy, we had to 
hold two sessions. And the enrollment has stayed up, so 
we have had two sessions a year ever since. 


We plan to continue this annual course as long as the 
need for it exists. We believe it is just one more way in 
which our correspondent bank relationships can be of 


benefit to all—by going beyond the usual routine services. 


MELLON NATIONAL BANK AND TRUST COMPANY 


PITTSBURGH 


CAPITAL $60,100,000 


SURPLUS $160,000,000 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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“With 
the help of 
National Bank of Detroit 








weve cut our 
float costs 


31 per cent.” 
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NATIONAL BANK 


OF DETROIT 


More friends because we help more people 


Member Federal Deposit Insurance Corporation 
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Economie ““Gold Mine.” 
Fed Bank Publications 


A collection of economic, statistical 
and financial material that is probably 
unique in the economies of the world 
flows constantly from this country’s 12 
Federal Reserve Banks. In the form of 
monthly bulletins and reviews and pe- 
riodic special studies, the material em- 
braces a wide range of subjects pertinent 
to banking and business—retail trade, 
construction, credit, prices, industrial 
production, agriculture, etc. Taken to- 
gether, the various reports and studies 
provide banks and businesses throughout 
the nation with invaluable tools for 
measuring regional economic trends 
against the economic performance of 
the country on a national scale. Here 
briefly are reviewed some of the recent 
Fed publications. 

St. Louis. The September issue of the 
monthly review of the Federal Reserve 
Bank of St. Louis contains a thorough, 
well-illustrated analysis of the postwar 
growth in population, consumer demand, 
industrial production and income in the 
Fed’s 7-state area. Additionally, it con- 
tains current reports on district member 
bank earnings and business conditions 
in the area. Other recent “Reviews’’ 
have been devoted to ‘Lumber in Arkan- 
sas and Mississippi” and “Booming 
Building.” 


Chicago. In its annual report for last 
year the Federal Reserve Bank of Chi- 
cago devoted some 29 pages to a 
comprehensive study of “midwest agri- 
cultural conditions” and 9 pages to the 
Fed’s activities in 1954. The farm study 
was replete with statistical and pictorial 
information on the corn and dairy belts 
in the bank’s 5-state area. The Fed’s 
October, 1955 monthly review covered 
such subjects as the instalment credit 
boom at midwest banks and American 
exports to Canada. 

Cleveland. A recent monthly review of 
the Cleveland Fed contained an analysis 
of various economic factors to show how 
the main thrust in the current business 
boom has shifted from the surge in activ- 
ities in autos, other consumer durable 
goods, and residential construction, to 
business investment activities such as 
output of plant or equipment and the 
building of business inventories. 

Dallas. Beside a regular monthly busi- 
ness review, the Dallas Fed also pro- 
duces ‘‘Agricultural News of the Week,” 
and an “Agricultural News Letter.’”’ A 
recent news letter was devoted largely 
to “Cattle Feeding Prospects,” but also 
contained numerous other tips for 
farmers and bank farm departments. 

Philadelphia. Recent special studies 
published by the Philadelphia Fed have 
included a printed flannel-board presen- 
tation on the fundamentals of Federal 


Reserve policy, an unusual explanation 
with ledger entries of transactions that 
result in debits and credits of bank re- 
serves, a study on management of money 
called “The Quest for Stability,” and a 
history of the 40 years of the Federal 
Reserve Act. 

Kansas City. The Kansas City Fed’s 
most recent special study is a 50-page 
booklet on “Financing Agriculture 
Through Commercial Banks.” It is an 
analysis of the amounts and kinds of 
credit used by modern agriculture, and 
a study of methods and procedures used 
by commercial banks in extending such 
credit. 

Boston. The number of manufacturing 
plants in New England States since 1939 
has grown by 50 per cent, and now 
stands at 24,000. A story called ‘“‘New 
Manufacturers’ Experiences” in a recent 
monthly review of the Boston Fed con- 
tained some of the results of a survey 
of some 101 of the new plants, together 
with numerous conclusions of value to 
banks and others active in community 
and industrial development. 

Minneapolis. A thorough study of the 
housing market in the Minneapolis area 
was reported in the latest monthly busi- 
ness review of the Minneapolis Fed. A 
special study prepared by the Fed and 
still in demand by various business and 
civic organizations is the booklet, “The 
Missouri Basin Development Program,” 


“Fed” studies, surveys are produced for banks, businessmen; cover a wide variety of timely subjects 
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management 
headquarters 

for more than 

100 major companies 


. one of the world’s leading 
industrial capitals, Pittsburgh 
provides an excellent oppor- 
tunity to deal directly with 
major purchasers of goods and 
services of all types. 


for all your Pittsburgh 
Correspondent needs 


Peoples First National offers 
you more than 20 specialized 
correspondent services designed 
to suit every need. We will be 
happy to discuss your particular 
correspondent requirements. 
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PEOPLES 
FIRST 


PEOPLES FIRST 
NATIONAL 


BANK & TRUST COMPANY 
Correspondent Bank Department 
Pittsburgh 30, Pa. 

Member Federal Deposit Insurance Corp. 
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Telephone section of The First Pennsylvania Banking & Trust Company 





College men work part time, clear up 80% of single note arrears 


which offers an objective description of 
the many phases of that project. 

Richmond. The 1954 annual report 
of the Richmond Fed featured a story 
on its Baltimore branch. This Fed, like 
many of the others, also publishes week- 
ly, monthly and annual statistical reports 
on various phases of banking, retail 
trade and miscellaneous business indi- 
cators. In 1952 this Fed produced a 
170-page economic survey on “Flue- 
Cured Tobacco.” 

Atlanta. Two special studies were re- 
cently released by the Atlanta Fed, one 
on the industrial development in the 
south, and the other on tufted textiles. 
The Fed also regularly issues reviews on 
business and agriculture in its 6-state 
area. 

New York. “Money: Master or Serv- 
ant” is a recent special booklet prepared 
by the New York Fed for high school 
teachers at their request, but which is 
also suitable for college students and 
interested adults. This booklet and an- 
other, “Selected Economic Indicators,” 
published by the New York Fed have 
a very wide distribution. 

San Francisco. The studies and busi- 
ness reviews prepared by the San Fran- 
cisco Fed cover one of the largest dis- 
tricts, with the separate states at widely 
varied stages of economic development. 
The studies are made on the traditional 
agriculture and mining activities, and on 
the newer chemical, petroleum, and food 
industries. 


Telephone Commandos 


Banking and financial organizations 
with collection problems may be inter- 
ested in the success of the “telephone 
commandos” employed by The Pennsyl- 
vania Company for Banking and Trusts, 
which recently merged with The First 
National Bank of Philadelphia to form 
The First Pennsylvania »Banking and 
Trust Company of Philadelphia. 


The Pennsylvania firm has 11 college 
men working as part-time telephone 
adjusters and they annually clear up 
nearly 80 per cent of the single note 
delinquencies assigned to them, thereby 
relieving full-time collectors of these 
routine matters and enabling them to 
handle the more difficult accounts. 

Five-hour day. The supervisor of this 
telephone section receives all accounts 
that are 15 days past due and he distrib- 
utes them among the ‘‘commandos,” who 
make telephone calls between 2:30 p.m. 
and 7:30 p.m. In the next 10 or 15 days, 
the “commandos” will make three or 
four calls on each of the accounts which 
have not been paid, and if unsuccessful, 
the unpaid accounts are returned to the 
unit men for further action. 

Any accounts on which the part-time 
adjusters find any irregularities or diffi- 
culties are immediately returned to the 
unit men, such as one where they are 
unable to contact the customer by tele- 
phone within a two-day period. 

These are rare instances, according to 
the company, for in an average month 
the “commandos” are assigned 9,600 
accounts, of which 7,700 are cleaned-up 
within 15 days without any attention 
from the unit supervisors. Moreover, the 
program is inexpensive, costing in actual 
salaries about one-third what First 
Pennsylvania would have to pay for full- 
time telephone adjusters, 
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“Critical Period’? Mortgage 
Insurance Plans 


Mortgage insurance plans with life and 
health coverage that guarantees auto- 
matic payments up to 36 months in the 
event of the death or a disabling il ness 
of the borrower are being installed by 
banks and savings and loan associations 
in several parts of the country. One 
such plan recently put into effect for 
the savings and loan industry in Penn- 
sylvania by the Old Republic Credit Life 


Burroughs Clearing House 
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The First National Bank 
of Chicago 


Statement of Condition October 5, 1955 


Board of Directors 


Epwarp E. Brown 
Chairman of the Board 


CuEssER M. CAMPBELL 
President, 
the Tribune Company 
J. D. FARRINGTON 
President, Chicago, Rock Island 
and Pacific Railroad Company 
MARSHALL FIELD, Jr. 
Editor and Publisher, 
Chicago Sun-Times 
James B. ForGAN 
Vice-Chairman of the Board 


Wa ttTerR M. HEYMANN 
Executive Vice-President 


Henry P. IsHam 
President, Clearing Industrial 
District, Inc. 

James S. KNOWLSON 
Chairman of the Board, 
Stewart-Warner Corp. 

Homer J. LivincsTon 
President 

Hucuston M. McBain 
Chairman of the Board, 
Marshall Field & Company 

BenTLEY G. McC.Loup 
Banker 

Harry C. Murpuy 


President, Chicago, Burlington 
& Quincy Railroad Company 


November, 1955 


Louis B. NEUMILLER 


Chairman of the Board, 
Caterpillar Tractor Co. 


James F. OareEs, JR. 
Chairman, The Peoples Gas 
Light and Coke Co. 

WILLIAM Woop PRINCE 
President, Union Stock Yard 
and Transit Company of Chicago 


CLARENCE B. RANDALL 


Chairman, 
Inland Steel Company 


GILBERT H. SCRIBNER 
Winston & Company 


R. Douctas STUART 
Director, Quaker Oats Company 


Louis WaRE 
President, International 
Minerals & Chemical Corp. 
C. J. WHIPPLE 
Chairman of the Board, 
Hibbard, Spencer, Bartlett & Co. 
Joun P. WiLson 
Wilson & Mcllvaine 


ROBERT E. WILSON 


Chairman of the Board, 
Standard Oil Company (Indiana) 


RoserT E. Woop 


Chairman, Finance Committee, 
Sears, Roebuck and Co. 


ASSETS 
Cash and Due from Banks . ‘ 
United States Government Obligations ° 
Other Bonds and Securities ‘ 
Loans and Discounts 


Real Estate (Bank Buildings ond Adjecent Property) rn 


Federal Reserve Bank Stock 


Customers’ Liability Account of Acceptances ° ° 
Interest Earned, not Collected - ‘ ° ° ° 
Other Assets . ° ° ° ° ° ° ° ° 
LIABILITIES 
Capital Stock . ° ° ° . ‘ ° ° ° 
Surplus. ° ° ° . . ° ° ° ° 
Undivided Profits ° ° ° ° 
Discount Collected, but not Earned ° ° ° ° 
Reserve for Taxes, etc. . ‘ . ° ° ° ° 
Bills Payable . ; . ° ° ° ° 
Liability Account of Acceptances ° ° ° ° . 
Time Deposits . . . ‘ - $ 588,468,761.95 
Demand Deposits . . ° 1,795, 043,510.70 
Deposits of Public Funds. 159, 186,606.21 





Liabilities other than those above stated 


$ 569, 767,109.84 
771,604, 726.22 
156, 191,633.50 

1,248,075, 535.38 
1,526, 498.06 
6, 150,000.00 
2, 453,831.51 
7,776, 708.18 
1,218, 568.76 





$2, 764, 764,611.45 








$ 100,000,000.00 
105, 000, 000.00 
10,657, 272.89 
2,903, 193.12 
29,630,144.01 

20, 000, 000.00 

3, 865,955.05 


2,492, 698,878.86 
9,167.52 
$2, 764, 764,611.45 











United States Government obligations carried at $287,847,638.29 are pledged 
to secure United States Government and other public deposits, trust 
deposits, and for other purposes as required or permitted by law. 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


Building with Chicago since 1863 
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eetOLE IPD ct National City 
THE 


Transit Service 





One of the big advantages a First National City correspondent enjoys 
is ’round-the-clock transit service—a service that cuts float time to a 
minimum and ensures maximum use of available funds. 


Every day, 24 hours a day, First National City’s transit department 
specialists work at top speed to serve correspondents. Our method of 
handling correspondent problems is to use airmail, special delivery 
and other methods of making the transit process work as fast as 
possible. 


We'd like to tell you more about how this fast and efficient transit 
service can help you. Why not call on us today? 





OUTGOING 
items are speeded 
by direct sendings 
and a unique 
’round-the-clock 
‘depot delivery 
service’’—two real 
First National City 
“plus factors” that 
assure faster pres- 
entation of checks. 












NEW DELIVERY SERVICE for airmail and 


air express shipments from correspondents 
speeds check collections. Through the co- 
operation of New York Clearing House and 
Postal Transportation Service, First National 
City cuts a day or more from float time. 


The FIRST 
NATIONAL CITY BANK 
of New York 


Head Office: 55 Wall Street, New York 
73 Branches in Greater New York 


Around-the-clock Transit Service « Collections e« Credit Information 
Bond Portfolio Analysis « Complete Securities Handling Facilities 
Dealers in State and Municipal Bonds ¢ Participation in Local Loans 
Personalized Service e World-Wide Banking Facilities 
Complete Metropolitan New York Branch Coverage 


Member Federal Deposit Insurance Corporation 






60 Branches Overseas 
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Insurance Company, Chicago, Illinois, is 
called the “critical period plan” of mort- 
gage insurance. 

Plan’s features. The plan gives an 
insured family three years to decide 
whether to sell or keep the home in the 
case of the mortgagee’s death, and also 
pays up to 36 payments when accident 
or sickness lasting more than 30 days 
disables the borrower from working. 
The benefits are paid at the rate of 1/30 
of the monthly payment for each day of 
disability. The age limits are 18 through 
65, and the applicant is not required to 
take a physical examination. The health 
portion of the contract excludes only 
childbirth, illness beyond the continental 
limits of the United States, and pre- 
existing sickness or accident. 

Further features of the plan are that 
payments for disability do not reduce 
the plan’s life coverage, and the benefits 
are non-cancellable and non-prorating. 
Thus, they are paid regardless of work- 
men’s compensation or other insurance. 
The plan may be renewed as long as 
necessary to protect payments. Under it, 
it is possible for the borrower to be ill 
for the full 36 months, during which time 
the payments are automatic, and then 
for the borrower to die, at which time 
he receives payments for another 36 
months. 

An example of the critical period plan 
in operation would be: On a mortgage 
with a monthly payment of $67 the 
combined monthly premium is $4.02, 
which pays $2,412 in benefits over the 
36-month period. The claims are filed 
with the association handiing the con- 
tract. In the case of disability the claims 
are paid without a qualifying period and 
need not be reported as income on tax 
returns. 

Commercial bank plans. Although the 
critical period plans of the Old Repub ic 
Life were designed with the savings and 
loan associations particularly in mind, 
according to James T. Moffat, director 
of Old Republic’s mortgage insurance 
department, they are also tailormade 
for use in the mortgage departments of 
commercial banks, a number of which 
have recently established plans. 


e e e 


Two Bank Landmarks 
in Executive Development 


The release of a new manual and the 
creation of a new and permanent com- 
mittee on executive development are two 
recent acts on the part of the American 
Bankers Association to strengthen its 
educational program aimed at the de- 
velopment of management replacements 
within banking organizations. 

The new manual just released is titled 
“Executive Development in Banking.” 
Its 100 pages draw upon the experiences 
of 150 bank officers already using on-the- 
job executive development programs, and 
350 bank presidents who participated in 
the A.B.A. conferences on the subject 
during the past year. (See Burroughs 
Clearing House, March, 1955.) 

Discusses practical subjects. The new 
manual discusses in detail such subjects 
of practical value to banks as the clari- 
fication of executive job requirements 


Burroughs Clearing House 
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AMERICAN BANKERS ASSOCIATION 








Based on bank experience 


and the determination of qualifications; 
factors determining job performance; 
conducting the appraisal conference; 
aids to development both within and 
outside the bank; and counseling and 
follow-up procedures, 

The manual recommends selecting 
prospective bank executives through the 
use of the conference-appraisal method. 
In this, the judgment and experience of 
several individuals are pooled as to the 
capabilities of the person under con- 
sideration. This procedure, says the 
manual, has been used successfully for 
nearly five years in some banks and is 
considered to be the most generally ef- 
fective approach to management ap- 
praisal. 

An appendix to the new textbook lists 
the annual schools sponsored by state 





bankers associations, together with the | 
courses offered; and gives a list of re- | 


gional and national .schools, and their 
courses in banking and related subjects. 


Permanent committee. In the mean- | 


time, the A.B.A.’s educational program 
in management succession was given 
permanent status when the administra- 
tive committee of the A. B. A. gave its 
approval for a new committee on execu- 
tive development during the recent an- 
nual convention of the association in 
Chicago. William Powers, deputy man- 
aver of the A.B.A., was named secretary 
of the committee. 
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Retirement Planning Center 


The savings division of the Chicago 
sderal Savings and Loan Association 
cently opened a retirement planning 
nter to assist people in the 35-50 year 
e group prepare a retirement savings 
; rogram. In a short time activities have 
! ushroomed to the point where a full- 
t me advisor and two part-time assist- 
auts are needed. 

Currently, for example, the center 
1 1intains information for the already 
’ tired; listings of Golden-Year clubs 
© erating in the Chicago area; informa- 
ton on social security benefits; data on 
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Travelers Checks 
hed aePy are accepted like cash 


When you sell your customers National City Bank .Travelers Checks 
they’re assured of safe spendable funds on any trip, near or far. 
Instantly recognized around the globe, NCB Travelers Checks buy goods 
and services like cash...but unlike cash, their value is fully refunded 
if they are lost or stolen. When you sell these well known checks you 
perform a real service by helping your clients to simplify their travel 
fund problems. You’re protecting their money away from home just as 
you protect their valuables in your safe deposit vaults, 


You perform a service to your own bank too, for selling NCB Travelers 
Checks means extra profits for you because you keep the entire selling 
commission—%*% of 1%. NCB Travelers Checks, famous for over half a 
century, are known throughout the world. 


WHETHER travelers go by 
boat, plane, bus or car, 
they find NCB Travelers 
Checks are indeed “Great 
for Going Places”. In 
handy denominations of 
$10, $20,$50 and $100, they 
cost only 75¢ per $100 and 
are good until used. 


, ak é IF 

age “The NATIONAL t 
{GEOGRAPHIC .).§ 

bal MAGAZINE 2) 


CONTINUOUS NATIONAL and international 
advertising in trade and consumer publications 
keeps the public aware of the many advantages 
of NCB Travelers Checks. To enable you to tie in 
with this advertising, write for our ready-to-use 
merchandising kit. 


lhe FIRST 

1. P.O 6 6. ee OS Oe Os Os DD ‘ee: F-  B S 
of Ne w York 

REMEMBER THESE FACTS; 


@ You keep the whole selling commission—% of 1% 


@ NCB Travelers Checks have been sold for over half a century 


@ Your customers are directed to Buy at Banks 


Member Federal-Deposit Insurance Corporation 
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The DeLuxe organization—a 
“middle sized’’ corporation—has 
engaged exclusively in the printing 
of bank checks for exactly forty 
years this month. Not a long span 
as we measure corporate life, but 
long enough to become rich in 
experience. Long enough to grow 
from a tiny print shop to a multiple- 
plant operation employing over 
eight hundred people and serving 
each year more than twelve thousand 
banks. 


Our growth has come slowly and 
steadily, and has not been due to 
mergers or acquisitions. We could 
perhaps have expanded faster had 
we been interested only in becoming 
big. Instead, our objective has been 
to serve and, because we have served 
well, we have enjoyed a fairly 
healthy growth. 


The ownership of our company is 
not concentrated in a few hands 





GROWTH 


but rather is spread among 330 
stockholders, most of whom are 
employees or their immediate 
families. The largest stockholder is 
our Employees’ Profit Sharing Trust, 
which presently has 13% of its funds 
so invested. In effect, therefore, 
every DeLuxe employee shares in 
company ownership as he qualifies 
for the Trust after two years of 
service. 


This statement would be of little 
interest were it not for the wave of 
mergers now sweeping the country. 
We feel impelled to tell our customers 
that we are not merging, selling or 
buying, and at the same time tell 
our own employees that they can 
with some confidence look forward 
to continued participation with the 
DeLuxe people they know and 
understand. If we continue to grow, 
it will be accomplished with the 
same consistent policies that have 
brought us to this fortieth milestone. 
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Manufacturing Plants at: CLIFTON, PAOLI, CLEVELAND, 


INDIANAPOLIS, CHICAGO, KANSAS CITY, ST. PAUL 



















STRAYER 


STEEL STORAGE 
FILES 


with or without NYLON ROLLERS 





Prices 40 low they will astound you! 
These files can be made any size you specify—easy to stack in battery auto- 


matically—no extra parts. Enthusiastically recommended by bankers and used 
in thousands of banks everywhere. 


STRAYER COIN BAG CO., Inc.—NEW BRIGHTON, PA. 


Send for our catalogue . 


COIN BAGS — BOXES — TRAYS — WRAPPERS — SORTERS — NOTE CASES 
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Valuable planning aids 


homes for the elderly, including exhibits 
on retirement housing by the Chic°go 
Housing Authority; other displays on re- 
tirement by the Department of Health, 
Education and Welfare; a retirement li- 
brary; information on Senior Achieve- 
ment (a new group patterned after the 
Junior Achievement movement); and re- 
liable counsel on a savings program dur- 
ing retirement. 

Free literature. Developed under the 
direction of Benjamin Keach, president 
of Chicago Federal, the center also dis- 
tributes, without charge, a copyrighted 
15-page “Retirement Guide,” which cov- 
ers a number of retirement topics, in- 
cluding work expectancy, health, sources 
of income, advantageous living areas, 
ideas on homes, and individually pre- 
pared savings programs. 

Mr. Keach noted that the center has 
now become a part of Chicago Federal’s 
newly-opened Public Service for Better 
Living program, which covers nearly 
every worthwhile savings goal, i.e., col- 
lege planning, educational travel, finan- 
cial freedom, home-planning and retire- 
ment. 

All these topics are treated in its new 
booklet,” How to Have What You Want.” 
A dollar-dial on the back of the publi- 
cation enables a person to set his savings 


| goal and determine the monthly savings 


needed in from two to 20 years to achieve 
that total. 
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Trap for Bank Bandits 


At bank protection conferences spon- 
sored jointly by banks and the Federal 


| Bureau of Investigation in several New 





England States last month the idea of 
using) automatic movie cameras in 
banks to trap bandits was discussed. 

According to Richard S. Holden, 
president of the Massachusetts Bankers 
Association, new high-speed films and 
silent cameras, photo-electric cells and 
“see-through” mirrors could be com- 
bined to record the holdup and convict 
the bandits. 

“Tt might help cut down on the thou- 
sands of dollars we spend on insurance 
each year,” said Mr. Holden, who is a'so 
president of the Northampton (Massa- 
chusetts) National Bank. 

Electronics experts assured the con- 
ference participants that there would be 
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DIRECTORS 


BARNEY BALABAN 
President, Paramount Pictures Corporation 


EDWIN J. BEINECKE 
Chairman, The Sperry and Hutchinson Co. 


CLINTON R. BLACK, JR. 
President, C. R. Black, Jr. Corporation 


ALVIN G. BRUSH 
Chairman, American Home Products 
Corporation 


LOU R. CRANDALL 
President, George A. Fuller Company 


CHARLES A. DANA 
Chairman, Dana Corporation 


HORACE C. FLANIGAN 
President 


JOHN M. FRANKLIN 
President, United States Lines Company 


JOHN GEMMELL, JR. 
Clyde Estates 


PAOLINO GERLI 
President, Gerli & Co., Inc. 


EUGENE S. HOOPER 
Senior Vice President 


JOHN L. JOHNSTON 
Director, Phillips Petroleum Company 


OSWALD L. JOHNSTON 
Simpson Thacher & Bartlett 


BARRY T. LEITHEAD 
President, Cluett, Peabody & Co. Inc. 


KENNETH F. MacLELLAN 
President, United Biscuit Company 
of America 


JOHN T. MADDEN 
President, Emigrant Industrial Savings Bank 


JOHN P. MAGUIRE 
President, John P. Maguire & Co., Inc. 


GEORGE V. McLAUGHLIN 
Vice Chairman, Triborough Bridge and 
Tunnel Authority 


GEORGE J. PATTERSON 
President, Scranton & Lehigh Coal Co. 


WILLIAM G. RABE 
Chairman, Trust Committee 


HAROLD C. RICHARD 
New York City 


HAROLD V. SMITH 
Chairman, The Home Insurance Company 


L. A. VAN BOMEL 
Chairman, National Dairy Products 
Corporation 


HENRY C. VON ELM 


Honorary Chairman 


GEORGE G. WALKER 
President, Electric Bond and Share Co. 
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MANUFACTURERS 
TRUST COMPANY 


Head Office: 55 Broad Street, New York 


112 OFFICES IN GREATER NEW YORK 





Statement of Condition, September 30, 1955 





RESOURCES 
Cash and Due from Banks ........ $ 791,030,757.93 
U. S. Government Securities ....... 758,495,910.57 


U. S. Government Insured F. H. A. 

Mortgages ........... 73,263,731.91 
193,958,135.06 
Stock of Federal Reserve Bank ..... 4,511,700.00 


38,031,612.89 


State, Municipal and Public Securities 


Other Securities 


Loans, Bills Purchased and Bankers’ 
Acceptances 992,177,249.88 
27,968,057.00 
18,125,966.43 
19,144,054.60 


8,867,779.65 


Mortgages 


Santee eeuees .........-.. 


Customers’ Liability for Acceptances 


Accrued Interest and Other Resources 





$2,925,574,955.92 


LIABILITIES 


Capital (2,519,500 
shares—$20. par) $ 50,390,000.00 


ee 100,000,000.00 
Undivided Profits 45,281,586.54 $ 195,671,586.54 





Reserves for Taxes, Unearned Discount, 
En a arte oar 23,143,753.70 


Dividend Payable October 15, 1955 2,015,600.C. 
eke ae 19,700,265.76 


Liability as Endorser on Acceptances 
and Foreign Bills 


Other Liabilities 
EE | va tues eee ees a4 


Outstanding Acceptances 


15,515,777.11 
1,589,465.55 
2,667,938,507.26 


$2,925,574,955.92 





United States Government and Other Securities carried at $143,460,867.69 are pledged to 
secure public funds and trust deposits and for other purposes as required or permitted by law. 


Member Federal Reserve System 
Member New York Clearing House Association 
Member Federal Deposit Insurance Corporation 
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no chance of the bandits seeing the cam- 
eras. The experts pointed to the plan 
used recently by a large food company 
which used see-through mirrors and 
movie cameras to record housewives 
picking frozen foods from racks in 20 
mid-western supermarkets. 

“They didn’t know they were in the 
movies, and the bandits wouldn’t either,” 
a spokesman said. 

A chief cameraman for a major news 
movie company’s branch operations in 
New England advised that the cost for 
first-class movie equipment would be 
about $1,000, and would include 16- 
millimeter film which lasts up to two 
years, a high-speed, electrically-oper- 
ated camera with a fixed-focus, wide- 





angle lens, and hidden wiring. He said 
that with such equipment any bank could 
take movies by using the light of only 
one 100-watt bulb. 
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Special Tourist Branch 


De Twentsche Bank N.V., of Amster- 
dam, Holland, recently opened a branch 
on Muntsquare in Amsterdam that will 
serve as an exchange office for the cash- 
ing of traveller’s cheques or changing 
foreign currency. 

Unlike other banking quarters in the 
city, the office has no bars in the win- 
dows, and there are no teller windows. 
Furnishings consist merely of a desk and 
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is a Long Time 


&» And the loss of the major support of a house- 
“aes hold—forever—can cause emotional and finan- 
cial turmoil that may disrupt lifelong plans. 


& Only time and faith can heal emotional hurt. 


* ™ Financial changes can be more readily 
: 77 overcome. 

f Cf Your customers desire a service that will help 

ig . preserve the financial stability of a household 














There is never" a 
simple. No extra h 


during critical periods. 


ic’s new Critical Period plan guarantees 
eS in event of the mortgagor’s 
can make 12 months’ payments in case 
ickness or illness. 


O DW. There is no differential in premium 
age No medical examination is required. 
repayment. Handling is very 


is required. 


Old Republic’s Critical Period plan is something your 
customers want. It is good business for both of you. 


A letter, wire or phone call will bring the man from Old 
Republic to your desk with full information. 





CREDIT LIFE INSURANCE COMPANY 


James H. Jarrell, President 


307 N. Michigan Avenue, Chicago 1, Illinois 
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DeTwentche Bank’s exchange office 


Accommodations for tourists 
a lounge equipped with seats for the 
accommodation of tourists. 

The branch is located near the big 
hotels where many foreigners stay when 
they visit Amsterdam. Bank officials 
pointed out it was a step towards better 
service for the increasing tourist trade 
visiting the Netherlands capital. 
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New Dual-Pur pose 
After-Hour Depository 


A new dual-purpose after-hour de- 
pository was recently installed in the 
drive-in deposit area in the first base- 
ment of the Republic National Bank, 
Dallas, Texas. The unit is called the 
| “Electraposit” and by use of an electric 
lock and hydraulic system permits either 
the use of regular lobby depository 
envelopes, or standard money bags for 
larger amounts. 

To use the device, a depositor takes 
an envelope from a nearby handy re- 
ceptacle, encloses deposit and deposit 





Takes envelopes or bags 











Burroughs Clearing House 
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slip, and places the envelope in a drop 
slot provided for the purpose. Customers 
with larger amounts place their deposits 
in a canvas money bag, insert a key in the 
lock device, and by a turn of the key, ro- 
tate the unit’s mechanism until a larger 
opening for such bags is in position. An- 
other turn of the key drops the deposit 
into a special vault. 

The unit was designed by C. T. Mas- 
sengill, of the Industrial Safe and Lock 
Company, Dallas, Texas, who is shown 
in the photo on page 22 operating the 
depository as Joann Wallace, Republic’s 
tour guide looks on. 
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2-Level Check Desk 


An attractive and functional 2-level 
check desk is a feature in a new branch 
of The Provident Savings Bank and 
Trust Company, Cincinnati, Ohio. The 
new desk eliminates the inconvenience 
encountered by short people in trying to 
use a desk designed for persons of aver- 
age or taller height. 

The idea for the desk was conceived 
when a branch supervisor of The Provi- 
dent Savings observed in another branch 
the preference of women and short per- 
sons for a counter that had had to be 








Serves both short and tall 


made lower due to wainscoating limita- 
tions. 

The supervisor passed his observations 
along to a Cincinnati store fixture com- 
p2ny who designed the one now in use. 
Following the desk’s installation, officers 
of other banks have made inquiries con- 
cerning it, and many others have come 
to examine its specifications. 
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Lender Aid Urged 
on Suburban Problems 


Savings-loan association and coopera- 
tive bank executives were urged recently 
by J. Howard Edgerton, president of the 
United States Savings and Loan League, 
to give special emphasis in their thinking 
0 the problems developing from the con- 
inued rapid growth of this country’s 
uburban areas. 

Speaking before the convention of the 
‘lassachusetts Cooperative League in 
“wampscott, Massachusetts, Mr. Edger- 

m said, “The growth of the outlying 
ereas of American cities, and particular- 
lv the growth of suburban communities, 
; far ahead of the awareness of the 
problems about to beset these communi- 
ies.”? 


‘November, 1955 


Schools only one problem. To illus- 
trate the point, Mr. Edgerton went on to 
say that there is a “vague” understand- 
ing on the part of the public generally 
that school facilities may become progres- 
sively inadequate in the years ahead. 
Against this, he said, only a small num- 
ber of persons so far appear conscious 
of the broad scope of the problem or the 
steps that will be necessary to prevent 
the situation from becoming a crisis. 
Moreover, the same is true of streets and 
highways, and he added that problems 
of local government far greater than 
now generally anticipated would arise. 

Savings-loan association and coopera- 
tive bank officers, Mr. Edgerton declared, 
can and should make a tremendous con- 
tribution to their communities on such 


problems as adequate local government, 
local taxation, schools, zoning, new sub- 
divisions, sewer extension, local trans- 
portation, parkS and playgrounds, and 
community and neighborhood conserva- 
tion. 

Separate department urged “Many 
hundreds of our institutions are now at 
the point,” said Mr. Edgerton, “where 
they should establish a separate and dis- 
tinct ‘community relations’ department 
and then get a competent, representative 
person to run it. Over the lung pull it is 
possible that this department may make 
as great a contribution to the lasting sta- 
bility of your institution as any depart- 
ment you have.” 

Observing that some persons might say 
that such political and social problems 











Ever tried this sort of thing? 


No? We're not surprised. Flying the aerial trapeze takes a lifetime of 
practice and infinite skill. Trying to do this sort of thing is like doing 


business with a country without knowing anything about it . 


.. you 


are liable to come to grief. So, if you are contemplating business in, 
or with Canada, get the facts about trends, conditions, and opportunities 
from Imperial Bank of Canada—the bank that keeps its finger on the 
pulse of the Canadian economic scene. Write on your business letter- 
head to: Superintendent of Foreign Business, Imperial Bank of Canada, 
Head Office, Toronto, Canada, and your request for information will be 
dealt with promptly and in complete confidence. 
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President R. L. Maloney, New York Savings Bank, speaking to main office and branch staffs via closed TV circuit 


Bank uses television to speed flow of information, aid in employee relations 


are outside the day-to-day activity of 
savings-loan association and cooperative 
banks, Mr. Edgerton said, ‘‘Those who 
maintain this position forget completely 
that our institutions are community in- 
stitutions, and usually grow and prosper 
as our communities expand and develop.” 


* ¢ S 
New Banking Roles 
for Television 


Many jobs in American life have 
already been found for television and 
it is to be expected that the list of jobs 





will grow rapidly in the next few years. 
Within the banking sphere comes word 
now of two new tasks assigned to tele- 
vision by a New York savings bank, and 
a new cash protection and control unit 
manufactured by a leading bank equip- 
ment firm. 

Speeds information, aids morale. At 
the New York Savings Bank, New York 
City, President Richard L. Maloney, Jr., 
recently spoke on new dividend and 
salary policies directly to staff members 
gathered in the bank’s main office. As he 
talked, an industrial TV camera on a 
desk facing him transmitted his picture 
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24 





and message to a TV receiver in the 
bank’s uptown branch 40 blocks away. 
Thus, television was serving to speed the 
flow of internal information and at the 
same time to aid employee relations. 

Officials of the bank pointed out that 
because of the equipment, the meeting 
could be held as soon as the last deposi- 
tors had left the banks. Otherwise, the 
meeting would have had to be postponed 
until the evening, causing inconven- 
ience, to allow time for the branch em- 
ployees to post their books and get 
downtown. 

The closed-circuit TV equipment used 
by the New York Savings Bank was 
made by the General Precision Labora- 
tory of Pleasantville, New York. 

Controls, protects cash. ‘“Monitrol 
Teller-Vue” is the name of the new 
currency protection and control system 
being built by the Mosler Safe Com- 
pany, Hamilton, Ohio. The system en- 
ables a bank to centralize its records 
and still give a teller direct contact with 
signature control and bookkeeping de- 
partments for instantaneous signature 
or balance verifications. 

The heart of the system is a compact 
unit 42” high, 30” long and 20” wide, 
containing an RCA television receiver, 
currency tray, two-way loudspeaker, and 
a fool-proof alarm system. 

Details on the precise way in which 
the unit’s “brain” operates to sound an 
alarm have not been released by the 
Mosler Company. However, the company 
has said that as soon as a stranger near 
the unit removes money, or a teller is 
compelled to remove money against his 
will, an alarm will promptly warn that a 
robbery is in progress. 

The types of alarm range from a 
“silent” alarm that sounds in a police 
station and a “beep-beep” alarm that 
sounds only in the bank’s executive 
offices, to “loud” alarms that sound 
throughout a bank or in the street above 
the bank’s doors. 
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How a Bank Publicized 
Personnel Opportunities 


To show that there is no stagnation in 
modern day banking, and that it offers 
career opportunities, the Philadelphia 
Saving Fund Society recently reported 
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what happened in the way of personnel 
changes after the bank opened its new 
Penn Center office. 

“To staff the new office,” said Henry 
C. Watt, vice-president in charge of bank- 
ing and personnel, “meant more than 50 
personnel changes in our organization. 
We did not send that many people to the 
new office, of course, but to get the staff 
members to their new jobs at Penn Cen- 
ter, other employees were affected in all 
of our ten other banking offices around 
the city.” 

Mr. Watt went on to say that when 
the manager of the bank’s Mayfair office, 
George T. Mitchell, was named as man- 
ager of the new Penn Center office, ten 


others, office managers, assistant office 
managers and teilers, moved to new jobs 
and to new opportunities. 

“The same sort of thing took place 
when we provided Penn Center with an 
assistant manager,” added Mr. Watt, 
“and so on, all the way across the board 
including guards.” 
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Contests Promote Bank, 
Savings-Loan Services 
Effectively focusing attention upon 


the services they provide are contests 
currently sponsored by the Joliet (Illi- 
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Work of a junior ad man 


nois) Federal Savings and Loan Asso- 
ciation and The Savings Banks Associa- 
tion of the State of New York. 

Ad writing contest. The Junior Adver- 
tising Competition developed by the 
Joliet firm has been strengthened by the 
participation of other institutions in 
sponsorship of the contest, thereby en- 
larging prize incentives and economizing 
production costs. 

Elementary school children, between 
six and 10 years of age, are eligible to 
participate in this ad writing contest. 
They submit six by nine inch newspaper 
advertisements of their own design, cov- 
ering one or more savings and loan serv- 
ices. Local prizes are awarded each 
week to the young artist whose drawing 
and slogan best express one of these 
functions. 

The local contests extend for six 
weeks, at the end of which time the 
local grand prize winners receive $500 
scholarships to the Chicago Academy of 
Fine Arts. These grand prize winners 
are then judged again for a national 
grand prize award of a four-year uni- 
versity tuition scholarship. 

$25,000 in prizes. The New York or- 
ganization, comprised of 129 savings 
banks, is offering : 
313 cash prizes 
totaling $25,000, 
with a top award 
of $10,000, for the 
most original and 
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sincere comple- 

tions of the fol- A 
lowing state- SP WAINIGNS 
ment: “I prefer i 
to save in a Sav- BANK i 
ings Bank be- 
cause—” 


Contestants 
are offered the 
complete mutual 
savings bank 
story through a 
special booklet, 
“Why You Should Save In A Savings 
Bank,” which is helpful in completing 
their entries in 25 additional words or 
less, and which is also good indirect ad- 
vertising for the banks. 
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Slum Rehabilitation 


Home financing institutions have the 
“responsibility” of cooperating with mu- 
nicipal and county authorities in effect- 
ing slum rehabilitation contends Allen H. 
Generes, president of the National Sav- 
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ings and Loan League, in a recent mes- 
sage to League members. 

“One way to carry out this responsi- 
bility,” he said, “is to pass proper hous- 
ing codes, ordinances with teeth in them, 
and help enforce these rules.” He pointed 
out that where codes are lacking, savings 
and loan managers should help local pub- 
lic officials initiate them, thus justifying 
the League’s investment of the public’s 
savings in slum rehabilitation. 

Mr. Generes, who is also president of 
the Central Savings and Loan Associa- 
tion of New Orleans, Louisiana, referred 
to progress there in slum rehabilitation 
as an example of what can be accom- 
plished. New Orleans savings and loan 
associations helped draw up the ordi- 
nance that now exists covering blighted 
areas and they are actively participating 
in the making of loans for rehabilitation 
work. 
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New Slogan Promotes 
Business Development 
A cheery, hard-working fellow, rolling 


up his sleeve, illustrates recent advertis- 
ing of the Girard Trust Corn Exchange 


some two years ago, when its Westgate 
branch had a staff member, with sample 
forms and information kits on the bank’s 
services, make house-to-house calls in 
the immediate area. 

The idea proved so successful that 
Miss Rita Weir and Mrs. Genevieve Ran- 
del, who have 14 years of diversified 
bank training, will be extending the visits 
to other sections of Greater Cleveland. 
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Survey Pinpoints 
Publie’s Savings Attitudes 
The U.S. Treasury Department seems 


to be far ahead of savings banks and life 
insurance companies in selling itself as 


a savings medium, according to a Uni- 
versity of Illinois study of consumer atti- 
tudes towards savings. 

The survey of some 600 families in 
Decatur, Illinois, revealed that the public 
is more concerned with guaranteed re- 
turn of principal invested than of the 
possible decline of purchasing power 
through inflation. For this reason, about 
one-third of those interviewed considered 
government bonds “best” for return, over 
real estate, savings banks, life insurance, 
and corporate securities. 

More than 15 per cent of the families 
had no life insurance on any members in 
the family; another 7 per cent had less 
than $1,000. Nonetheless, 50 per cent of 
the families in the survey had $10,000 or 
more invested in life insurance. 
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A trademark of service 


little character, who is always ready to 
help a customer, was conceived by the 
bank to lend emphasis to its new slogan 
“The Bank That Works For You.” 

This slogan is also used as a title for 
a new internal, semi-monthly bulletin 
distributed to some 400 staff members to 
remind them of the importance of cus- 
tomer contacts in business development. 

In a recent bulletin, George H. Brown, 
Jr., executive vice-president of the bank, 
pointed out that the new advertising slo- 
gan is not merely a catch phrase, but ex- 
presses the basic philosophy of Girard’s 
management that “the growth of the 
bank depends on how well we work for 
the customers.” 
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Vew Business Program 


The conveniences of modern banking 
re being explained to Euclid, Ohio, 
ousewives at their homes by two women 
epresenting the Central National Bank 
f Cleveland, Ohio. 

Loring L. Gelbach, president of the 
ank, says the home-calling program was 
rst introduced into the Cleveland area 
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to help you win and hold 


checking account customers 


Both CheckMaster (free book plan) and Chexcel 
(sell the book plan) now have the best looking 


check sets in the field . . 


. and still cost less. 


Judge for yourself. Write for sample check set. 


We help you 
FIND 
. customers 


with newspaper ad mats, car cards 
and radio spot announcements. 


We help you 
SERVE them 
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We furnish all deposit slips, 
signature cards, ledgers, statements. 


More profitable for Banks 








(‘% We help you 
SELL them 


with counter and lobby 
posters, folders and 
illuminated displays. 


Vv No initial outlay for operating 
forms or merchandising aids. 
Bank pays only for personalized 
checkbooks ordered for accounts 
actually served. 


Vv Personalized plans that feature 
top quality imprinting. 


More popular with Customers 
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Other interesting facts were uncovered 
by the study, which was made under a 
grant from the New York Life Insurance 
Company. These results will be the basis 
for four booklets, the first of which will 
be published this fall. 
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Motor Banking Study 
Unveiled by Diebold 


Bankers, architects and bank builders 
will find many proven ideas on drive-in 
and walk-up banking services in a color- 
ful 154-page study being made available 
for examination by them by Diebold, 
Inc., Canton 2, Ohio. 

The “Motor Banking” publication of- 





fers over 40 plot-plans and case histories 
showing how drive-in facilities have been 
planned successfully for a wide range of 
building and location situations. Typical 
problems encountered when planning for 
existing as well as new buildings, the 
solutions reached, and banker comments 
on the results are presented for each case 
history. 

As a further aid in translating results, 
a supplementary statistical report lists 
every bank reviewed in the study with 
its assets, community population, esti- 
mated number of automobiles, annual 
per family income, and other pertinent 
data. Another section contains reprints 
of magazine articles on drive-up and 
walk-up installations, and there also is 
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SAVE 


THE ESTEY OPEN SHELF FILING SYSTEM 
SAVES FLOOR SPACE! 


Vault filing of valuable active records is an expensive use of floor space. 
Make every inch count by using Estey Open Shelf Filing! 
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A MANAGEMENT CASE HISTORY STUDY! BY Canton 2. Ohio 


Comprehensive analysis 


specification data along with scaled 
drawings of banker-designed counters. 

The study also includes an independent 
survey that reveals why banks have of- 
fered drive-in services, how it has won 
customer approval, and what results 
were obtained, in addition to a Diebold 
analysis of allowances that must be made 
for size, turning radius, clearances, etc. 
of modern automobiles. 
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Guessing Game Display 


A customer steps up to a new “Can 
you pick out the counterfeit bills” dis- 
play in the lobby of the American Trust 
Company, Charlotte, North Carolina. He 
sees three rows of bills, some counter- 
feit, some genuine, and on either side of 
each bill a button, one for “counterfeit” 
and the. other “genuine.” After he has 
pressed a button, a panel lights up if 
the customer’s guess was good; a buzzer 
sounds if the guess was wrong. 

The American Trust installed the dis- 
play with the cooperation of the U. S. 
Secret Service, which supplied the coun- 
terfeit bills. Shown in the photo below 
are Frank W. DeArmon, left, treasurer 
of the bank, and Vernon K. Spicer, agent 
in charge of the Charlotte office of the 
U. S. Secret Service. 

The display is being made available for 
loan to American Trust’s banking corve- 
spondents and friends for use at open 
houses, anniversaries, etc. 


Display is available 
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ELECTRONIC RECORDING MACHINE ACCOUNTING 





ERMA is a machine...conceived and developed by bankers 
for the service of banking. 

With ERMA in operation, a bank will for the first time 
utilize the wizardry of modern electronics to perform large 
scale bank bookkeeping. 











ERMA will perform with lightning speed and complete 
accuracy the complex chores of crediting deposits, debit- 
ing withdrawals, recording new balances (at the same time 
checking for hold or stop-payment orders) and do the en- 
tire job in one tenth of a second! ERMA will also remember 
the details of all transactions and, at the end of the month, 
turn out a complete printed statement of every account. 

ERMA was developed by Bank of America after more 
than five years from an idea first suggested by one of the 
Bank’s executives. The first ERMA will serve BankofAmerica 
branches in San Jose, California. It will be followed by others. 
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Like 
technical 
facts? 
ERMA contains 34,117 
diodes, 7,879 vacuum tubes and 
1,000,000 feet of wire. It generates 
enough heat every hour to warm 3 
eight-room homes and is cooled 
by its own air conditioning 
system capable of manu- 
facturing 25 tons of 
ice per day. 
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“RESISTALL was the 


only paper to stand up 
under oil submersion and 
terrific heat”. 


A nationally-known airplane 
manufacturer* needed a paper for 
parts records submerged in boiling oil. 
He found it in Resistaty INpeEx Bristot, 
which, like Restsratt Linen Lepcer, 
is the most resistant rag-content record 
paper ever made. 


RESISTALL papers defy water, oil, 
grease, many chemicals and alkalis, 
perspiration, freezing, boiling, abrasion 
even when wholly immersed in water,— 
when soiled can be sponged clean with 
soap and water. 


RESISTALL papers are unequalled for 
innumerable, highly diversified uses: 
records, documents and tags which 
must be used out-of-doors or in wet or 
greasy conditions or with chemicals in 
laboratories or with articles which 
must withstand freezing or boiling, 
whether in water or oil. 


In addition, Reststatt Linen LepGer 
and Resistact INpex Bristow are perma- 
nent record papers, unconditionally 
guaranteed as to longevity and utmost 
durability. They are made from 100% 
new white textile cuttings. 


Like all L. L. Brown record papers, 
Resistatt Linen Lepcer and ResisTALi 
Inpex Bristot add only negligibly, #f 
at all, to total accounting costs. 

You can depend on Resistall papers 
when you are up against unusually 
tough record paper problems. Sample 
books free upon request. Address: L. L. 
Brown Paper Company, Adams, Mass. 


* Name upon request 


L.L. BROWN 
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“SO MUCH extra value 
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Another Viewpoint on Banking Hours 


A competitive schedule increased both savings and 
loans, and also reduced the confusion on Saturdays 


By DONALD B. SMITH, Jr. 


Vice-President, The First National Bank, Kokomo, Indiana 








Are shorter banking hours always a 
good thing for a bank? Is there some- 
thing to be said on the affirmative side 
for longer hours? 

Some banks still consider their indus- 
trial accounts as their primary source of 
business and they are not interested in 
attracting any other business, except in- 
cidentally. Most banks, however, are 
now seeking the business of the small 
depositor and the small borrower. These 
two avenues represent two of the princi- 
pal sources of increasing a_ bank’s 
earnings in the face of relatively 
fixed income on _ securities and com- 
mercial loans, coupled with rising labor 
costs. 

Banks who are using these two ave- 
nues are serving the same type of clien- 
tele as the supermarket, the service sta- 
tion, and the finance company. Are these 
short, five-day week hours compatable 
with the type of customer such banks 
are trying to attract? 

Business research necessary. Certainly 
before banks go into the small loan field, 
the pay-as-you-go checking account, and 
home mortagage lending they should 


| make an investigation to decide wheth- 
_ er such business will be profitable. Once 








the decision is made to enter such lines, 
banks sometimes ignore the basic fact 
that their hours of service may be such 
that they preclude the public being able 


A busy main banking room 


to patronize these services. Most of the 
potential customers for these services 
are working people who are unable to do 
their banking until 4 p.m. on weekdays or 
on Saturdays. Thus, the effect of shorter 
hours and Saturday closing seems to us 
to run directly counter to the idea of 
serving this important group of people 
effectively. 

No one will disagree that longer hours 
during the week and Saturday hours 
are not without their problems and costs. 
Surely too, some investigation should 
be made of the bank’s community in an 
attempt to make sure that the hours the 
bank is open are such that they are 
convenient for the purchaser of your 
bank service. 

Yet the problems are not insurmount- 
able. Supermarkets, filling stations, and 
a host of other businesses are handling 
the problem regularly. The rotation of 
personnel, arranging the hours of work 
to meet peak periods and part time per- 
sonnel are all standard procedure for 
such firms. 

Consumer loan handicap. At the First 
National Bank in Kokomo, we backed 
into the problem in a lefthanded way. 
We found that our consumer loan depart- 
ment was handicapped in obtaining busi- 
ness because of the 9 a.m. to 3 p.m. bank- 
ing hours. Most particularly it was han- 
dicapped in competing with finance com- 


on a Thursday at 3:45 p.m. 


The First National lengthened its hours after discovering its consumer loan 
department was handicapped in competing with other lenders. 
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panies in purchasing automobile paper © 
and making small loans. Saturdays our 
consumer loan department was a mad- 
house and we lost business that could 
easily have been handled during the week. 
In order to overcome this, the dooxs 
were kept open after 3 p.m. and a late 
window was inaugurated. Business im- 
o proved markedly in the consumer loan 
department and the late window was 
soon swamped. New accounts of the pay- O al ad 
as-you-go type boomed. No advertising S 5 
or announcement of any kind was made. U r e Nn In ky 
L it all grew by word-of-mouth advertis- 
ing. 
' In a short time, and by popular de- 
mand, the hours of the bank were 
changed from 9 a.m. to 3 p.m. weekdays tra ve at 
and 9 a.m. to 12 noon on Saturdays to 
9 a.m. to 5 p.m. Mondays, Tuesdays, 
Thursdays and Fridays and from 9 a.m. 
to 1 p.m. on Wednesdays and Saturdays 
for all departments except the safe de- 


i h 
Te paseo overtime problem 300 mM I es | n Oo U r 


and to meet peak loads, a system of 
scheduling of full-time personnel and 
the employment of part-time personnel 
for peak loads has been worked out and 
overtime is not a problem. 

Has it brought worthwhile results? 





In January 1950 before the hours were Fast. That’s the word to describe our sendings. 
changed the deposits of the First Na- Air mail speeds them direct to our own corre- 
tional Bank were $7,000,000. Today de- ae Ss = A... 
seeengpecnt 2 i toon dene ee ee spondents in all the principal cities of the United 
ave ouble rom 9 9 O D2, 97 eee eee ne ae " 
000. Checking accounts have doubled States. It’s a valuable service appreciated by 
in number and savings accounts have , 
\ almost doubled with a 90 per cent in- our growing number of correspondent banks, 
crease in number. 
“Does it pay?” The proof of almost ' 
any method used to attract and to hold We offer a host of other helpful services, too. 
more business is “Does it pay?” The ? , , 
net profit before taxes of the First Na- For swift clearance, our transit operations are 
tional Bank, based on percentage of net conducted 24 hours a day. Our Real Estate, 
profit before taxes per average dollar on 
— = agp gona coy a“ Trust and Foreign Departments are at your 
nis as een acnieve auring a ve ' * 
year period (1950 to 1955) when labor disposal always. And the word for our securi- 
costs and executive salaries have risen . ‘. ‘ , ’ 
substantially. In a large measere thie ties transactions is efficient. You'll be pleased 


has been through the sale of a high 
profit item to our customers, namely 
consumer loans, and the sale of a lesser 
profit item, pay-as-you-go checking ac- 
counts. 

In deciding to go to longer hours, it 
is important to know your community 
and to be sure that you have a profit- 
able service to sell to the new customers 
that you will attract. Important, too, 
is the degree to which you exploit your 


advantage. The First Pennsylvania 


Depositwise, a drive should be made 
to obtain the accounts of those busi- BANKING AND TRUST COMPANY 
nesses to whom two or three more hours 
, of service daily and Saturday service Banking since 1782 
will mean something. Businesses such as 
crocery stores, supermarkets, downtown 27 offices, Philadelphia and suburbs 
merchants, taverns, service stations and 
automobile dealers are excellent pros- 
Pay-as-you-go checking, home loans 
i and consumer credit type loans can be 
easily sold by using advertising media 
that reaches your prospects. However, 
the best advertising under such a pro- 
H gram doesn’t cost a cent. It is where one 
is man tells another about the bank that 
!eeps customers’ hours. 


with the size of our credit files—one of 


Philadelphia’s largest. 


We'd like to welcome you to the family. 


Member Federal Reserve System 7 Federal Deposit Insurance Corporation 
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Pictorial Roundup of Current Trends in Bank Design 


The latest examples of new and remodeled bank exteriors in several states 




















Bank Building Corp. of America 
Portsmouth, Va. A 31-foot high rotunda entrance sets off the Hammond, Ind. The new Woodmar branch of the 
new offices of the Portsmouth branch of The Bank of Virginia. Hoosier State Bank of Hammond features a full- 
Limestone, Roman brick, glass and aluminum are used in the length, wide-expanse glass front and Neon sign. 
attractive, new building Modern touch is strengthened by overhanging roof 
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Griffin, Ga. Floor to ceiling windows and a large, terraced Elmwood Place, Ohio. Alumnium trim and a contemporary 
entrance blend with natural scenery at the picturesque planter are features in the ultra-modern new offices of 
new quarters of The State Bank The First National Bank of Elmwood Place 
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Memphis, Tenn. The new Crosstown branch of The First Millington, Mich. A large glass front also is featured in the 
National Bank of Memphis is faced in buff brick and new quarters of the Millington branch of the Frankenmuth 
trimmed with limestone. Note the attractive, recessed State Bank. The flat-roofed edifice is constructed of concrete 
all-glass entrance and front blocks, with brick facing 
— 
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Midway, Wash. The Puget Sound National Bank of Tacoma’s new Midway branch has quarters of rambling, ranch- 
style design. Green stone and plywood were used in the exterior construction. A covered walkway extends around 
the building, protecting customers from inclement weather 
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Bank Building Corporation of America 


Gainesville, Fla. Classic lines combine with current ac- Adrian, Mich. Automatic glass and aluminum doors 

cents in the new offices of The First National Bank of blend with the full-length windows in the ultra- 

Gainesville. Glass has been used generously in the granite- modern entrance to the completely renovated Adrian 
faced, cube-form structure State Savings Bank 
































The Cunneen Company 
Memphis, Tenn. A 5’ 10” canopy extends around two Whitemarsh, Pa. The Whitemarsh Valley branch of the 
sides of the enlarged South Memphis branch of Ambler National Bank is housed in a contemporary one-story 


The First National Bank of Memphis brick and aluminum building 








Churubusco, Ind. Limestone facing, and a glassed-in Arlington, Tex. The Arlington State Bank’s new building 
front with stainless steel trim are among improvements features buff brick, with Minnesota granite decorative 
at the reconditioned Churubusco State Bank squares. Structure has vestibules at both entranceways 











Bank Building Corporation of America 


McAlester, Okla. Bright, new quarters of The National Boston, Mass. Colonial styling is retained in the new 

Bank of McAlester were built on a particularly steep South Station offices of The National Shawmut Bank 

grade which forced cantilevered treatment of second floor of Boston. “Magic carpet” device opens doors at an 
over entrance-way approaching footstep 
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While you were drinking 


your second cup of coffee 
last evening... 










Continental Illinois’ night staff processed 
7500 cash items 


How long did you linger over your It explains why many a check mailed to us in 


second cup last evening? the afternoon by banks from coast to coast be- 
Let’s say 15 minutes. comes available funds the following morning. . 
In that brief time, the Continental IIli- We think that’s service. We think it’s 

nois processed about 7500 cash items. service that explains why our several thousand 
Such speed has a real point. correspondents agree so heartily that the Con- 


It means earliest possible presentation. _ tinental Illinois is the “banker’s bank.” } 


CONTINENTAL ILLINOIS NATIONAL BANK 


and Trust Company of Chicago 


LOCK BOX H CHICAGO 90 
Member Federal Deposit Insurance Corporation . A 
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‘London has had its day as the 
world’s banker. It is New York’s turn 


you heard it a dozen times. ‘That was 
before even the wisest of New York's 


comes from {1) dire 
international bankers realized that the oa Bn 


abroad by bie US manntartiere: 


Wall Street Goes Foreign Now 


that the time has arrived to add a new 
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stock. This would supplement the out- and Fir 
ward flow of dollar funds that already 














WALL STREET 


SHARES ACROSS THE SEA 


Nor since the ‘20s, old Wall Street 
hands say, have U.S. investors been as 
lection 
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Irving Trust Co. has an ingenious plan to make foreign 
securities as readily salable here as any homegrown stock. 


for dollars as any regular stock cer- J>mplainin 
tificate. Irving Trust will collect, ¢ 
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Abroad Rise 
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Evidence that other “green pastures” are increasingly attracting U.S. financial interest 


U. S. MONEY LOOKS ABROAD 





UPSURGE TN FOREIGN FINANCING 


As tensions ease and profits rise. the flow of U.S. loans and 
investments is growing in volume, accelerating in pace 





By 





HARRY V. ODLE 


Senior Associate Editor, 
Burroughs Clearing House 


NYONE interested in putting up 
U.S. dollars for a power plant 
in Italy, a milk-processing plant 

in Nicaragua, or a jute mill in Pakis- 
tan? 

Distant projects like these still have 
.a relatively dim appeal for the average 
American investor. While there is a 
current flurry of interest in European 
securities, most individuals continue 
to shun the complexities and uncer- 
tainties of foreign investments in 
favor of A.T.&T. and General Motors. 

But the more far-flung opportuni- 

ties are proving increasingly attrac- 
tive to institutional lenders, business 








THE LURE: Rising Profits 
From U.S. Investments Abroad 
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— Undistributed profits of incorporated 
0 subsidiaries, U.S. corporations 
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sources of funds. Gradually the flow 
of U.S. loans and investments into 
foreign fields is growing in volume 
and accelerating in pace. Its momen- 
tum rises as the cold war abates, 
world tensions ease, overseas profits 
rise, and some of the nations take 
official steps to encourage incoming 
dollars. 

Recently released statistics tell part 
of the story. The Department of Com- 
merce reports that private U.S. invest- 
ments abroad increased by nearly 
three billion dollars in 1954 to reach 
a total of $26,600,000,000, which is by 
far the highest figure in history and 
more than double the 1939 level. 

However, much of the evidence of 
awakened American interest in for- 
eign business opportunities is not to 


| enterprises last year), and other large 











corporations (which added $1,400,- 
000,000 to the value of their overseas 
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Nearly tripled since 1946 


be found in past statistics, but in cur- 
rent developments likely to be more 
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Che WYER - AMERICAN 
INVESTMENT 
CONFERENCE 





There is now greater reliance on private sources for funds 


fully reflected in the future. Following 
are some of the significant “straws in 
the wind”: 

¢ American banks and insurance 
companies show an increased willing- 
ness to put money into foreign devel- 
opment credits, as evidenced by the 
rise in their “participations” in World 
Bank loans. 

e Another avenue of foreign lend- 
ing is expected to be opened up 
through the International Finance 
Corporation, proposed World Bank 
affiliate, which will participate jointly 
with private investors in a broader 
range of unguaranteed development 
loans. The IFC charter also authorizes 
it to assume equity participations 
where this is deemed advisable, al- 
though the corporation is restricted 
against taking over managerial re- 
sponsibility in such ventures. 

® Investment bankers and brokers 
are actively flirting with the idea of 
setting up foreign investment trusts, 
and studying ways of making it easier 
and more attractive for U.S. investors 
to buy foreign securities. 

e Along with this, plans involving 
special tax concessions on foreign- 
derived investment income plus ex- 
panded government guarantees against 
expropriation or inconvertibility are 
being suggested in Washington as 
amendments to existing laws. 

® There has been a revival of specu- 
lative individual investor demand for 
both foreign dollar bonds and foreign 
currency securities. This recently car- 
ried the average price of 10 repre- 
sentative foreign dollar bonds to the 
highest level since 1931. 

® Over 35 countries, according to 
Walter H. Diamond, economist, Mc- 
Graw-Hill International Corporation, 
have either passed laws or proposed 
legislation in the past year to encour- 
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age investment on the part of Ameri- 
can corporations. 

® There has been a continuing trend 
in many countries to lower taxes on 
corporate enterprises. Such small and 
previously neglected markets as Egypt, 
Jordan, Liberia, Nicaragua and Pan- 
ama are among those said to be draw- 
ing new interest from American 
concerns because of tax incentive 
programs to induce foreign capital. In 
some other nations, however, a reverse 
trend has set in and restrictive taxes 
have been imposed. 

® More banks are ex- 
panding their banking and 
commercial ties abroad, and 
some of them are establish- 
ing full-fledged foreign de- 
partments to deal directly 


1928, the amount of capital raised in 
the New York market by new issues 
for external purposes totaled roughly 
$8,400,000,000. For the past ten years 
the comparable figure would be very 
much smaller. In fact, the public offer- 
ing in the United States of foreign 
securities for “portfolio investment” 
has in recent years been an exception. 

The resulting gap has to quite an 
extent been filled by large-scale pri- 
vate capital arrangements made by 
big corporations. 


NOTHER post-war trend in for- 
eign financing has been the mobil- 
izing of government credit to provide, 
or support the provision of, capital 
funds for broad development projects 
abroad. The most important example 
of this is the International Bank. 
The more recent techniques evolved 
by the Bank, however, have signalized 
a greater reliance on private sources 
for part of the funds advanced. The 
earlier transactions were straight 
loans from the Bank. A newer type 
of operation has been to tap the re- 
sources of the New York bond market, 
in combination with a longer-term 
loan made by the Bank. The first of 
these combined transactions was 
undertaken for Belgium; of the total 
borrowing of $50,000,000, an under- 
writing group of 71 investment houses 
and banks raised $30,000,000 through 
a public bond issue. A similar arrange- 
ment was employed in April of this 
year, for Norway. 


U.S. corporate stake in worldwide progress 


Direct Private Investment Abroad. 
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At Cairo, Egypt, the First National City Bank of New York 
opens first American branch on African Continent 











Af 


New foreign bank division, First Wisconsin National, Milwaukee. 
Vice-President Spiess (right foreground) confers with shipper 


As never before, U.S. banks are expanding their facilities for handling foreign transactions 


Another modification of the original 
straight loan by the World Bank has 
become the most numerous among 
those undertaken by that institution 
since the middle of 1954. It combines 
an International Bank loan with direct 
participations in the earlier maturities 
by commercial banks or other private 
investors. Institutional buyers are 
also purchasing older loans from the 
Bank’s bulging $2.3 billion portfolio, 
as such loans are nearer to maturity. 
Private lenders usually are willing to 
assume only that part of a loan matur- 
ing in from three to five years, al- 
though a group of life insurance com- 
panies went up to eight years on one 
African credit this year. 

These private participations, like 
the publicly issued bonds, are now 
unsupported by any guarantee on the 
part of the International Bank. One 
reason for the attractiveness of such 
investments is the borrowers’ spotless 
record on defaults so far. Another 
factor has undoubtedly been the in- 
terest rate, typically ranging from 
314 to 334 per cent, although the bor- 
rower also pays a statutory commis- 
sion of one per cent to the Bank 
during the first ten years of a loan. 
The ten year period ends in 1956 but 
the commission is likely to be con- 
tinued until the Bank’s reserves are 
considerably higher than they are 
now. 

World Bank officials see a steadily 
increasing investor appetite for such 
varticipations, barring war, recession, 
or a further rise in competing interest 
rates resulting from the tight money 
situation. It is reported that a con- 
siderable number of U.S. lending in- 
stitutions have standing arrangements 
to take a look at prospective World 
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Bank loans. One World Bank spokes- 
man stated that instead of having to 
shop around for sources of private 
capital, he finds that institutions now 
resent it if they are not apprised of 
loan opportunities. He believes that 
some of the private investors find 
partnership with the World Bank a 
helpful stepping stone to further busi- 
ness abroad, and that it aids in “ce- 
menting their relations” with foreign 
countries. 


ESPITE the success of the Inter- 
national Bank, it has come to be 

felt that a somewhat more flexible affil- 
iate is needed if the potentiality of 
“collective credit” is to be fully applied 
to world economic development. Hence 
the move to establish the International 
Finance Corporation, which will be 
able to make direct investments with- 
out government guarantees, to stim- 
ulate and foster private enterprise. 
There are many projects for which 
the I.F.C. could supply junior or 
equity capital, something the World 
Bank usually cannot do. Later, I.F.C. 
might resell the shares to investors. 
For the Administration, such mat- 
ters come within the special province 
of Andrew N. Overby, Assistant Sec- 
retary of the Treasury. In a special 
statement, he explains: “The encour- 
agement of sound foreign investment 
by appropriate means is a major fea- 
ture of our foreign economic policy. 
Private investment supplies not only 
capital but also techniques and know- 
how which are invaluable in the 
growth of the less developed countries 
of the world. The proposed Inter- 
national Finance Corporation is an 
important step in this field. Acting 
in cooperation with investors and 


businessmen, it can stimulate the 
growth of private enterprise in its 
member countries. The private inter- 
ests will supply the management and 
the bulk of the funds in each case, 
while the corporation will furnish only 
the margin of capital needed to com- 
plete the financing.” 

The charter of the I.F.C. also spec- 
ifies that it shall serve as a sort of 
clearing house in bringing investment 
opportunities together with sources of 
private capital and experienced man- 
agement, and shall help its member 
countries create the conditions neces- 
sary to the flow of private capital 
into productive investment. 

So far, the United States, Great 
Britain, Canada and Iceland are the 
only countries that have taken the 
necessary legislative action to get the 
I.F.C. going. However, the World Bank 
people are not concerned about this; 
they believe that other countries will 
soon begin to “climb on the wagon,” 
after going through the necessary 
constitutional processes. India is about 
to complete the action. The require- 
ment is 30 member countries and a 
total of $75 million in subscriptions 
before operations can begin. 

So much for the collective efforts 
to stimulate economic development 
through international lending. What 
about the present and prospective flow 
of strictly private funds abroad? 

There has been an “evangelistic” or 
ideological note to much of the post- 
war comment about such overseas in- 
vestment. It is argued that the U.S. 
must expand its capital flow to this or 
that nation from the standpoint of 
international politics. The fact still 
remains that foreign business, like 

See FOREIGN FINANCING—Page 85 
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promotional function on an efficient basis 


THE ADMAMISERATIVE Jt 


in Bank Advertisin 


By 
MONROE A. BLOOM 


Assistant Vice-President and Advertising 
Manager, The Anglo California National 
Bank, San Francisco 20, California 


OW is the time of year when 
bank managements and advertis- 
ing personnel commonly get to- 

gether to determine promotional ob- 
jectives for the year ahead, and lay 
strategy for obtaining them through 
various media. In other words, it’s 
budget time again. 

Thus this is an opportune period to 
discuss the administrative job in bank 
promotion —the planning, develop- 
ment, and execution of the advertising 
program as distinct from the strictly 
creative function of preparing atten- 
tion-getting copy and art work. 

For the possible benefit of manage- 
ment as well as “merchandising” 
officers in other financial institutions, 
I have been asked to discuss how we 
approach some of the practical work- 
aday problems involved in setting up 
an appropriation, following a budget, 
working with an agency, maintaining 
adequate control records, and carrying 
out other procedures in operating a 
bank advertising department. 

Here at Anglo Bank the advertising 
operation is under the general super- 
vision of Richard D. Brigham, vice- 
president. Our advertising department 
is a small one, consisting of five people 
in all. In addition, the bank retains 
two advertising agencies. 

The duties of our advertising de- 
partment include not only the creation 
of advertising but also publicity, cer- 





SEE COVER 


Discussing Anglo campaign, left to 
right: Vice-President E. J. Schmitt, 
Mr. Bloom, Vice-President R. D. 
Brigham, Assistant Advertising Man- 
ager René Jopé and Assistant Pub- 

licity Director Stephen Kirchner. 
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Practical procedures involved in maintaining the 








From left: Vice-President Richard Brigham, President Paul Hoover, Mr. Bloom 


It’s budget time: management 


tain public relations functions and 
collaboration with other departments 
in matters involving public relations. 

The duties of the writer, as adver- 
tising manager, are to analyze the 
bank’s needs and markets, to devise 
strategy, to plan the advertising pro- 
gram, to budget and control advertis- 
ing expenditures, to coordinate the 
work of the department and the bank’s 
advertising agencies, and to create or 
inspire the creation of much of the 
advertising material. 

Our advertising program is highly 
diversified, as Anglo Bank now oper- 
ates 44 branch offices in 28 communi- 
ties in Northern and Central Cali- 
fornia, with a geographical spread of 
about 600 miles from the most north- 
ern office to the southernmost. This 
area includes practically every type of 
community from large metropolitan 


helps to set advertising goals 


centers to rural towns. There is also 
an extremely wide variety of indus- 
trial and agricultural products in this 
region, ranging from lumbering and 
livestock in the north to cotton and 
petroleum in the, south. 

In the formation of our advertising 
program there is probably no other 
department of the bank in which pro- 
posed plans and expenditures, and the 
possible public effect of a given action, 
are more carefully analyzed. Every 
move is planned in detail in advance, 
and every dollar that is spent is 
governed by a formal budget. 

Because the bank has many services 
available and must endeavor to in- 
crease or decrease the volume of the 
various kinds of business from time to 
time in accordance with economic con- 
ditions and the bank’s policies, it is es- 
sential that the program be revised pe- 
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} Advertising Department 
SPECIMEN Ane CENTRAL BUDGET CONTROL RECORD Sheet 12 
A-94 (Rev. 11-54) The Anglo California National Bank SPECK EN Budget Transfer Surplus Pund 
© r Advertising Department => bear 
L. 
ADVERTISING EXPENSE CONTROL RECORD 
Monthly Reconcilement and Proof of Entries mew Description Pode} Dr. Cr, Bal. 
Month of __ September » 1988 Balance forward 6000 00 
As per Adv. Dept. As per Controller's Septs) 42 [X22 Cutdoor Ady. Co, Cr. Memo 123 
Expense Control “onthly Report of Credit for one roadside sign in Fresnq 
Record (Media) adv. Expenditures area, out of service, August $2 50 00) 6050 00 
1. Debit entries this month: 1, |ixrz outa Adv, Cos Inv. 175 
Under previous budgets (Year 195k) ___1,200,00 ee Taft aon ing 
2 . budge rovi 
Under this year's budget 25,000,900 4 remaining months '55 @ 37.50 S2 150 00) 5900 00 
Under next year's budget 15 ||Smith Lithograph Co, P.O, 1298 
Int’ t, 
2. Total debit entries this month 26,200.00 2)4.800..00 . Budget prov. for 1,800.00 || 12 
Deficit . 200 00 $700 00 
Credit entries this month: 6 569231 
Bt ABC Agency Est. 
Under previous budgets (Year 19__) bad) — newspaper ads, Nov.-Dec, 
11, s ' {Teas ub) gion 9, 
Inder this year's budget 100,00 ye cost as per Eat. (net) 9,2 
tual . 
eared uh 
Under next year's budget Surplus aa 137 50 5837 50 
4. Total credit entries this month 100,00 9 «: cad , KCBS, tk — - 
8 pres 
5. Net debit entries (Item 2 Less Item 4) 26,100.00 24,800, poe Ry one Rony pwovided fer 6h £205 sa19 Sei) 
lus miscredit ising thi a Agency Est.55-205,Rev. 
6 Plus miscredits to Advertising this m., Oakland Journal $.D. ads (as revised) 
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Reconciling advertising, controller expense records 







































Keeping track of deviations from the advertising budget 


“Budgets are of little value unless expenditures are controlled through proper records” 











All promotion and publicity channels through the advertising department 


riodically. This is normally done in 
December, when our annual budget 
and the advertising program are pre- 
pared by the advertising manager for 
the coming year. This task involves 
considerable work and research and or- 
dinarily requires several weeks’ time. 

Our advertising appropriation is 
determined on the basis of need. It is 
not arrived at by following any fixed 
formula or by taking a certain per- 
centage of income or balance-sheet 
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items. It is determined after every 
major department head and every 
branch manager has had an oppor- 
tunity to make requests and recom- 
mendations. 

The basic objectives for the coming 
year are first established by our presi- 
dent, Paul E. Hoover. Then the re- 
quests and recommendations from de- 
partment heads and branch managers 
are thoroughly analyzed by the adver- 
tising manager, as are the independ- 


ent recommendations of the bank’s 
advertising agencies and the solicita- 
tions of various advertising media. 

The advertising manager first lays 
out and estimates the cost of an ideal 
program designed to attain the year’s 
objectives. If the cost appears too 
great in relation to various growth 
factors which he has previously com- 
puted, he reduces it by elimination of 
what in his judgment are the least 
important features. This study results 
in a tentative workable program that 
is consistent with the policies estab- 
lished by the management. 

The tentative program next goes 
through a process of computation of 
every item of cost. Ordinarily, no 
specific appropriation is allotted ac- 
cording to branches or communities, 
as such, but each of the 28 communi- 
ties where Anglo offices are located 
shares in the general program accord- 
ing to its relative size and needs. In 
addition, special local campaigns are 
provided where necessary. 

The extent to which our advertising 
appropriation is allocated among the 
various media depends to a large de- 
gree upon the job to be done. We use 
the media that we believe will best 
help us to attain our objectives at the 
lowest unit cost. There is one proviso, 
however, in the case of certain media, 
particularly radio and television. The 
availability of suitable program time 

See ADVERTISING ADMINISTRATION—Page 90 
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being overcome, as... 


PREP ABRICATED HOUSE 


By 
JAMES R. PRICE 


President, National Homes Corporation, 
Lafayette, Indiana 


E are watching a basic change 
W tac place in the home building 

industry in this country. It is a 
trend towards prefabrication, or more 
specifically the adoption of factory 
methods on an ever-increasing scale. 
These new manufacturing techniques 
are bringing the cost of quality homes 
within the reach of more people and 
will have an effect similar to mass 
production on automobile sales. Lend- 
ers are aware of the significance of 
the latter market in their earnings. 

Last year the prefabricated home 
industry accounted for seven per cent 
of all U.S. single family, non-farm 
dwelling construction § starts. Our 
group expects to increase its share 
to 10 per cent of this market in 1955, 
and within 10 or 15 years we are 
aiming for 50 per cent. 

This goal is predicted upon mush- 
rooming public demand for our prod- 
uct and the recognition among mort- 
gage men that prefabricated houses 
are as favorable an investment for 
their mortgage portfolios as conven- 
tionally-constructed houses. 

This was not true in 1947 when Na- 
tional Homes Corporation organized 


Stereotyped look that has been a source of lending hesitation is eliminated in new 


Earlier lender prejudice is 
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Industry volume triples in decade, is still climbing 


the National Homes Acceptance Cor- 
poration, a wholly-owned subsidiary, 
to assist its builder-dealers in obtain- 
ing mortgage financing quickly and 
on favorable terms. The Acceptance 
Corporation headed by Vice-President 
Frank P. Flynn, Jr., to date has made 
and placed over $240 million of mort- 
gages on our houses with some 600 
banks, savings and loan associations, 
insurance companies and other finan- 
cial institutions across the land. Cur- 
rently it is servicing $162 million for 
approximately 100 of the country’s 


leading lending agencies. 

It has been a vital factor in our 
growth. As the nation’s largest pro- 
ducer of houses, we account for 40 
per cent of the production of members 
of the Prefabricated Home Manufac- 
turers’ Institute. Overall, we account 
for about two per cent of the nation’s 
home building. 

A house comes off our production 
line every 11 minutes on the average 
and the trend is up. Modernization of 
our Horseheads, New York, plant, 
the recent expansion (nearly doubled 


Three bedrooms, attractive use of brick are featured in $9,700 Caledonia model 
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capacity) of our Lafayette, Indiana, 
facilities, and the opening of a new 
factory at Tyler, Texas, in October 
gives us the capacity to turn out 290 
houses a day, or about one every five 
i minutes. 

These improvements will enable us 
to produce 150 more houses a day than 
we have in the past, or roughly 37,500 
more houses each year. Our peak pro- 
duction-sales year thus far is 1954 
| when 20,203 National homes were 
built, almost twice the number con- 
structed a year earlier (12,200). In 
1955, with our added capacity, we 
expect to top these records and pass 
the 25,000-unit level. 

National Homes does not sell to the 
consumer. We sell to our nearly 600 
builder - dealers. Production begins 
when an order comes in from them; 
and the house has been financed before 
the order is sent to us. 

The function of the builder-dealer 
is to organize the job locally. He may 
be putting houses on scattered lots in 


new 








Claimed lender advantages: constant quality, speed of construction, ease of appraisal 


the community, but more than 80 per 
cent of our homes today are sold for 
developments or “villages.” The build- 
er-dealer acquires the land, sees to 
the zoning, gets the permits, does the 
grading, puts in the streets, takes care 
of such problems as water and sewers, 
puts in the foundation, and prepares 
for the arrival of the prefabricated 
house. Some 60 per cent of the total 
cost of an average National home goes 
to wages for workers at the building 
site and materials purchased locally. 

At the plant, we build entire wall, 
ceiling and roof sections, and install, 
pre-fit and trim doors and windows. 
These sections are then put into trail- 
ers, or freight cars, and delivered to 
the prepared building site. In a mat- 
ter of hours, the walls are up, the 
roof is on, and the home is snug 
against the weather. Within a few 
weeks, the house can be ready for oc- 
cupancy. 

Because of our method of prefabri- 
cation and advance sales, the builder- 


Brick-walled terrace, sheltered patio highlight luxurious $32,000 Ridgewood line 








Workers can set up prefabricated wall and roof sections in only a few hours 


dealer operates on a year-round basis. 
By offering this steady employment, 
he can develop highly trained, special- 
ized crews made up of the best con- 
struction talent that is to be had in his 
community. 

Our exacting factory standards, 
field supervision, and the utilization 
of high-grade products in construction 
gives maximum house for the money. 
This is good for the home owner and 
the builder. But it is also a margin 
of security for the lending institution. 
If a man can get a home for 20 per 
cent to 30 per cent less money, he is 
in an economically sounder position 
and has less chance of becoming over- 
extended. 

Incidentally, our Acceptance Cor- 
poration will not take a mortgage if 
investigation indicates that the pros- 
pective purchaser is committing more 
than 20 per cent of his real income, 
(including other financial commit- 
ments). We require the buyer to fill 
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line offering more than 60 basic floor plans and hundreds of exterior variations 





As seen at the 3ist annual convention of 


the National Association of Bank 
Auditors and Comptrollers 


The Forward Look 
In BANK OPERATIONS 


GREAT and expanded future of 

service to banking is what Pres- 

ident Robert H. Shepler sees 
ahead for The National Association of 
Bank Auditors and Comptrollers. The 
association is not only planning to 
meet that future, he told the organ- 
ization’s 31st annual convention in 
Denver, Colorado, in mid-October, but 
it has a program that is already well 
advanced. 

The field of bank auditing, opera- 
tion and control is one of the most 
challenging in the banking industry 
today, declared Mr. Shepler, who is 
vice-president and cashier of The Den- 
ver National Bank. Operations, he 
said, has a larger prospect for change 
in the near future than any other 
phase of banking. 


AT DENVER: These well-peopled scenes indicate how popular the NABAC meetings have become with 


Streaming in from all parts of the country 


By 
HENRY J. BOONE 


Editor, Burroughs Clearing House 


As examples of the association’s 
forward look, he cited the progress 
that is being made in the audit coun- 
seling service offered to smaller banks 
without charge and without the re- 
quirement of association membership, 
he discussed the position of the 
NABAC School, which had 51 grad- 
uates this year and is preparing for 
future classes of 100, he pointed to 
the organization this year of the 
NABAC School Foundation as a 
further aid to education, he told about 
the association’s expanded research 
program in automation and_ its 








stepped-up program of cooperation 
with the bank supervisory agencies. 
This latter, he noted, was the subject 
of a recent resolution of commenda- 
tion by The National Association of 
Supervisors of State Banks for the 
service NABAC is “rendering to the 
banking industry and for the indirect 
assistance to supervisory agencies re- 
sulting from their efforts.” 

In his report to the convention, 
President Shepler stated that the asso- 
ciation’s membership continues to 
grow. During the past fiscal year, he 
said, there was an increase of 236 
member banks, bringing the total at 
the end of August to 5,498. Included 
in recent growth, he said, is an in- 
creasing number of smaller institu- 
tions, a group that receives its full 
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President Shepler presiding 


The annual convention opens 





A.B.A. President Florence, Mr. Shepler 
Principal speaker is welcomed 


share of consideration in all of the 
association’s plans and activities both 
for the present and the future. 


Looking Forward 


Following Mr. Shepler on the con- 
vention program was Fred F. Flor- 
ence, newly elected president of the 


American Bankers Association and 
president, Republic National Bank of 
Dallas, Texas. The title of his address 
was “Looking Forward as Bank Audi- 
tors and Comptrollers.” It emphasized 
the changing outlook and the prospec- 
tive role of bank operating men. 

As the engineers or the technicians 
of banking, Mr. Florence told the 
assembly, “you are in one of the most 
favored positions to observe the im- 
pact upon banking of a rapidly grow- 
ing nation, with its drive toward 
greater consumption, higher efficiency, 
and better products and_ services. 
These characteristics of our national 
development are constantly being 
made evident in the day to day oper- 
ations of banks and those of you who 
have been delegated the task of guid- 
ing those operations have a coveted 
vantage point from which the prog- 
ress of your own institutions can be 
observed. At the same time, the very 
nature of your responsibilities re- 
quires that you keep in ¢lose touch 
with the scientific developments that 
have potential application to bank 
operations, with a view toward giving 
our people a banking system that is 
modern, efficient, and thoroughly re- 
sponsive to their needs.” 

In a highly competitive business 
system, a “positive approach” is re- 
quired for an organization to become 
and remain dynamic, Mr. Florence 
stated. Banking, he sees as no ex- 
ception. In the field of operations, he 
said this requires the bank comp- 
troller to view his daily work in the 
perspective of the overall performance 
of the bank. This means that he must 
be especially alert to the need for 
adequate cost accounting, Mr. Florence 
said. Top management, he stressed, 


Then the sessions start, and as usual they are extremely well attended 
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cannot fight the battle against mount- 
ing costs unless it has a clear under- 
standing as to the why and wherefore 
of such cost increases. Cost accounting 
likewise plays an important part in 
providing the type of service that 
customers demand and deserve, he 
noted. It is the comptroller’s responsi- 
bility to analyze both the cost and the 
income-generating potential of every 
service offered or to be offered by the 
bank. 

“Individual customer needs must be 
evaluated as a part of an overall pat- 
tern of providing the most efficient 
service to all customers and, at the 
same time, with a reasonable return 
to the bank,” he said. 


Training Future Executives 


In a two-part discussion on execu- 
tive training before the convention, 
Charles J. Sahrbeck, Jr., director of 
executive training of the General 
Motors Institute, Flint, Michigan, was 
the first speaker. 

Mr. Sahrbeck stated that the job of 
management at all levels is becoming 
increasingly complex, a situation that 
has occurred independently of the 
growth of the number of jobs caused 
by the expansion of the national econ- 
omy. As part of the orientation of a 
new man in the Institute’s Plant Man- 
agement Training activity, he said he 
discusses with the man the need for 
the training activity. In doing this, it 
is his practise, he said, to compare 
the job of a first-line supervisor today 
with that of a new man eighteen years 
ago. He then cited the areas of train- 
ing that are necessary today which 
were practically non-existent in 1937. 
These include: labor contract admin- 
istration, human relations, methods 


key operating and control officers in banks. This year’s meeting attracted some 1,200 delegates 


But there’s time for a sightseeing trip 
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From left: Messrs. Bomar, James, Shepler, Goodwin, Price and Cochard 


New officers salute President Shepler for his accomplishments 


improvement, budget and cost control, 
statistical quality control, and work 
standards. The rate of technological 
progress has increased in office activi- 
ties as well as in manufacturing areas, 
he said. 

There is a competitive angle in ex- 
ecutive training today as well, Mr. 
Sahrbeck noted. “If you find your com- 
petitors developing managers them- 
selves and making good ones while 
you are having to buy them on the 
outside,” he said, “you are operating 
at a competitive disadvantage. It has 
been my observation that an organiza- 
tion which operates on a continuing 
and successful pattern is doing the 
right things today in order to have 
ready the managers they will need 
tomorrow.” 

Here is how Mr. Sahrbeck sum- 
marizes the training program. “The 
other day a plant manager said to me, 
‘I understand all these fine principles 
you talk about; but, getting down to 
the hard core of management develop- 
ment, what are a few key things which 
I should keep in mind?’ I said, ‘I can 
give you four things that are impor- 
tant to remember about management 
development: 1. Tie it to your current 
and long-range operating objectives. 
2. Be sure that you and all members 
of upper management actively par- 
ticipate in it. 3. Make it a part of 
every member of management’s daily 
job. 4. Keep it simple.’ ” 

Working with Mr. Sahrbeck in pre- 
paring the discussion on management 
training was Arthur S. Greiner, as- 
sistant vice-president, National Bank 
of Detroit. The agreement, made when 
the talks were first outlined, was that 
Mr. Sahrbeck would discuss the ‘“‘why” 
and Mr. Greiner the “how.” 

The pre-supervisor group in a bank, 
Mr. Greiner told the audience, will 
serve as a most valuable source of 
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future management talent. After can- 
didates are selected for this group, de- 
velopment could consist of: 1. Job 
rotation, on a planned basis, to broad- 
en the banking experience. 2. Regular 
progress counseling. 3. Assistance in 
filling in educational gaps. 4. Directed 
reading. 5. Training conferences and 
other in-bank training programs 
developed wherever available as facil- 
ities permit. 

Using the pre-supervisor group as a 
starting point, Mr. Greiner then sug- 
gested a management development 
plan for those already in management 
positions. This plan, he said, is one 
that is widely used but has many 
variations to suit the specific needs of 
organizations. It is a plan, he pointed 
out, to improve management per- 
formance on the present job and to 
identify and develop the management 





resources that are at hand. 

The plan outlined by Mr. Greiner 
involved four areas of activities. The 
first of these is an appraisal on an 
annual, or more frequent basis, of 
each bona fide supervisory person. 
This is to be made by men in manage- 
ment on a higher level than the mem- 
ber being appraised. The second step 
is review by a review board, making 
suggestions and indicating recom- 
mendations for the individual. The 
third step is discussion of the board’s 
findings with the appraisee. Specific 
avenues for improvement are jointly 
discussed and specific plans agreed 
upon. The fourth step is the develop- 
ment program and could include many 
approaches, such as assignment to 
more responsibilities, job rotation, ar- 
rangement for enrollment in courses, 
enrollment in banking and other grad- 
uate schools, attendance at seminars, 
and meetings of banking and trade 
groups. 

Mr. Greiner emphasized the fact 
that such programs can be developed 
by small banks as well as large. “One 
of the most effective personnel de- 
velopment programs that I have ever 
seen,” he said, “was in a bank with a 
total staff of 26 people.” More im- 
portant than bank size, he stated was 
recognition of the problem. 


Aecrual Accounting 

The subject of accrual accounting is 
one of vast importance to bank man- 
agement today, Edward F. Lyle, comp- 
troller and vice-president, City Na- 
tional Bank and Trust Company, Kan- 
sas City, Missouri, told association 
members. “To us as comptrollers,” he 
said, “it is the finest tool that could 
be placed in our hands to assist our 
executive officers. To an executive of- 

See FORWARD LOOK IN OPERATIONS—Page 95 


The program touches on a broad range of delegate interests 


A separate session is devoted exclusively to problems of small banks 
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WILL SHE LOSE: HER HOME, TOO? 


Your bank can give a widow 
the most comforting words of all 


You can assure her that her home is safe—the mortgage 

has been paid in full. There is no danger of a double tragedy 
for her—no possibility of injurious community relations 

for you. Federal’s Mortgage Redemption Plan protects both 
the customer and the bank. Customers like Federal’s Plan 
because the low, low cost is simply included in their monthly 


mortgage payment. Bankers like Federal’s Plan 


for its simplicity and freedom from burdensome detail. 


Write today for complete information. 


FEDERAL ALSO OFFERS CREDIT LIFE AND DISABILITY PLANS THAT WILL 
BUILD YOUR INSTALLMENT FINANCE DEPARTMENT SAFELY AND PROFITABLY 


WOLVERINE-FEDERAL TOWER, BATTLE CREEK, MICHIGAN « 


Federal Offers You: 


A Custom Designed Plan based on careful study of 
your operations « Proven Customer Appeal « Simplified 
Streamlined Procedure « Complete Flexibility including 
Health and Accident coverage * Prompt Service « All 
Promotional Tools. 


HIGHEST RATING 

See Best’s and Dunne’s for rea- 
son’s why Federal enjoys their 
unqualified recommendation. 


PERSONAL PROTECTION 
SINCE 1906 


JOHN H. CARTON 


President 


HAROLD L. BUCK 
Vice President and Manager 
Credit Insurance Division 




















REGIONAL SERVICE OFFICES FROM COAST TO COAST 














THE WAVY LINES ® ARE 
A LA MONTE TRADE-MARK 
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Mr. Johnson's bills are paid... 


























Some people still spend hours walking and waiting in line to pay 
bills... but more and more walk only as far as the mailbox. It’s 
so much easier and safer to pay by check! But the service your 
bank’s checks give your customers need not stop there. Not when 
they are lithographed on La Monte Safety Papers. With them 
you can give your customers the satisfaction that goes with using 
a product of obviously fine quality... quality that also does jus- 
tice to your bank. Why not investigate La Monte Safety Papers 
now? For over 80 years, they have been the first choice of a 
majority of the country’s leading banks. 


A Check Paper All Your Own — Thousands of banks and many of the larger corpo- 
rations use La Monte Safety Papers with their own trade-mark or design made in the 
paper itself. Such 1npivipUALIzED check paper provides maximum protection against 
both alteration and counterfeiting — makes identification positive. 


Ask your lithographer to show you samples 
» « - or we will gladly send them direct. 
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WASHINGTON VIEWPOINT 








Flood Disaster Action 
A “Must? for Congress 

Following this year’s wave of de- 
structive hurricane and flood disas- 
ters, sympathy for the victims was 
mixed with the nation-wide feeling 
that “it might happen to me, too.”’ And 
just enough of various types of calam- 
ities have occurred across the nation 
so that the question is a national one. 
Accordingly, beginning with Senate 
Banking Committee hearings in No- 
vember, Congress is actively consider- 
ing what can be done to mitigate the 
suffering occasioned by these onsets 
of fury. 

There are two broad aspects of the 
problem, and the type of treatment 
that would be helpful for one is less 
effective for the other, and vice versa. 
One job is to give relief to the strick- 
en, which envisions direct financial 
assistance, loans, and possibly a pro- 
gram of flood damage insurance under 
Federal auspices. The other job is the 
physical prevention of flood damage, 
which is flood control engineering. 
Both techniques are expensive and 
both have their backers. 

Within the framework of its legis- 
lative authority to do so, the Small 
3usiness Administration has stepped 
into the hard-hit areas with disaster 
loans at 3 per cent. When SBA’s dis- 
aster loan resources were exhausted, 
Administrator Wendell B. Barnes 
worked out a plan for disaster-area 
borrowers to sign up for regular small 
business loans at 6 per cent, with the 
understanding that the first interest 
payment would not be due until 90 
days after the loan is made. Mean- 
while, Congress will have reconvened, 
and it is an odds-on likelihood that the 
disaster loan fund will be increased. 
Assuming this, Mr. Barnes is telling 
the 6 per cent borrowers that their 
loans will be converted to the 3 per 
cent basis before any interest falls 
due, in all probability. 


Mortgage Credit Curbs 
Stir a Controversy 

When the Veterans Administration 
and Federal Housing Administration 
jointly acted to stiffen down payments 
and shorten mortgage loan maturities, 
it was inevitable that the home build- 
ing industry would find the pill hard 
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By JOHN DONOGHUE 


Washington Correspondent 


to swallow. Protests were entered by 
the thousands, and the public relations 
resources of the National Association 
of Home Builders were made avail- 
able to any reasonably responsible 
person who would affix his name to a 
statement favorable to the builders’ 
point of view. In Washington, that is 


just natural—it’s Washington. 

But in late October a surprise came. 
Recognizing that the volume of new 
housing units estimated to be started 
in 1956 will probably be rather sharply 
reduced by the credit-curbing action, 
the Government dulled the edge of the 
knife a trifle. However, it did not 














Yesterday's loss is fully covered 


BY INDEMNITY’S NEW BANKERS BLANKET BOND 


The past rudely catches up with an employer who isn’t covered, or 
covered sufficiently, for old employee losses. If his bond doesn’t reach 
back to the dates of shortage, or isn’t adequate, he has to stand the loss. 


Indemnity’s new Bankers Blanket Bond is a real safeguard against 
this. It provides catastrophe protection for discovered losses, whether 
the losses occurred before the bond was written or while it is in force. 


This new coverage can be drawn up to provide excess protection 
on employee dishonesty only—a hazard that is continually on the 
increase. Reduced low rates apply to this protection. 


Ask your Indemnity Agent for all the facts on this valuable new 
BBB coverage. It was drawn up by the company that is the pioneer 
in adapting protection to bankers’ changing needs. 





PROTECT WHAT YOU HAVE® 


INDEMNITY INSURANCE COMPANY OF 


NORTH AMERICA 


One of the North America Companies which are headed 
by Insurance Company of North America, founded 1792 


Philadelphia 1, Pa. 
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caused a cessation of seasoned mort- 
gage sales by the Federal National 
Mortgage Association. 


mortgages in areas where loan funds 


rescind the credit curbs; it merely, 





are tight or lenders are reluctant, to 
“season” them for a while, and then 
to put them back on the market after 


, they have proved their stability. It is 
The function of FNMA is to buy up 


primarily a revolving fund operation, 
and its success has depended in large 
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WESTON BOND” 





Typing goes faster, letters look cleaner, neater, 
more impressive when your letterhead is on new, 
brighter, whiter Weston Bond. Your printer 

will approve and gladly use this economical rag 
content paper made better by Weston. 

Write for sample book. Address Dept. BU 


BYRON WESTON COMPANY, DALTON, MASSACHUSETTS 
Makers of Papers for Business Records since 1863 
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American Security 


& TRUST COMPANY 


Daniel W. Bell, President 
Washington, D. C. 


“UP PERISCOPE’’ 


.»--in Washington 


Get a true picture of 
happenings in the Nation’s 
Capital by using our efficient 


correspondent banking service. 
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measure on the agency’s ability to find 
buyers at favorable prices in competi- 
tion with the market in new mort- 
gages and mortgage commitments. 

In recent months, FNMA has found 
its sales dropping, even though prices 
were dropped from par in order to 
compete in the tight money market. 
So, at a directors’ meeting October 
24, the FNMA board decided to cease 
trying to sell in a pinched market. The 
official announcement was that sales 
were suspended pending the outcome 
of “a current study of the general sec- 
ondary mortgage market.” 

Meanwhile, despite pressures gen- 
erated by the industry, the VA and 
FHA curbs were continued. 
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Gov. Vardaman Favors 
Consumer Credit Agency 


James K. Vardaman, Jr., a member 
of the Federal Reserve Board of Gov- 
ernors, envisions a Federal agency 
patterned after the Federal Home 
Loan Bank System and designed to 
serve as a regulator in the consumer 
credit field. Gov. Vardaman, whose 
politico-economic views often parallel 
those of Rep. Wright Patman of Texas, 
vice-chairman of the Joint Economic 
Committee, believes that a consumer 
credit agency system would tend to 
minimize fluctuations without being 
restrictive or repressive. 

He proposed that such an agency 
would have a three-fold objective: 
“First, to regulate, not with a view to 
limiting the amount, but rather with 
a view to making consumer credit ex- 
tension and expansion more uniform, 
and to keeping it prudent and healthy; 
second, to make funds available to 
individual borrowers at less cost than 
is now necessary in many instances; 
and third, to assure a steadily expand- 
ing flow of funds from private lenders 
into consumer financing.” 
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Flow-of-Funds System 
Of National Accounts 


The Federal Reserve Board has 
established an economic bookkeeping 
technique presenting in an entirely 
new form the nation’s financial anat- 
omy. And one of the first achievements 
of the new “Flow-of-Funds” analysis 
was to light the way to the curbing of 
mortgage credit terms by VA and 
FHA. 

The Board undertook to set up the 
economic accounts in response to a 
request by the Committee for Eco- 
nomic Development, made nine years 
ago. The project has proceeded stead- 
ily ever since. 

Financial economists have long 
found great value in certain common 
denominators, such as national in- 
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Capital Funds over $125,000,000 
Waa N. Enstrom, Chairman of the Board 


® Faced with a tough assignment? He’s your man. Call 
on him as freely as you would a member of your own 
staff. In fact, he wants to be considered just that. 


Broadly experienced himself, he has at his finger tips 
the facilities of one of the world’s largest banking or- 
ganizations . . . a global network of correspondents ... 
experts in every field of commercial banking. 


Once you ask his help, every assignment—no matter 
how complicated or routine—rates equal priority. Your 
man at the Irving is there to give you service—is just 
waiting for you to say the word. 


IRVING TRUST COMPANY 


One Wall Street, New York 15, N.Y. 


Domestic Banking Division, Notan Harrican, Senior Vice President in Charge 
MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


Each new day can present new problems 


! in your man at the Irving! 


Total Assets over $1,400,000,000 
RicHarp H. West, President 
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profitable 
new 


bank quarters 


Headquarters: ST. LOUIS, 91 & SIDNEY STREETS 
Offices in: NEW YORK, 103 Park AvENUE 
ATLANTA, WesTERN Union Bipc. 

SAN FRANCISCO, 295 Post STREET 

MIAMI, 5204 West FLacLer 

CHICAGO, 333 NortH MicHIGAN 

Operating Outside the Continental U. S. as: 

Bank BuiLpiInc CorPoraTION INTERNATIONAL 
Operating in Mexico as: Epiricios Para Bancos 









No. 4 in a series of discussions important to every 


it pays to call in specialized 


counsel before you plan your project 


Long before surveyors drive the site stakes, the future of 
your new quarters project may have been determined. 
For the difference between profitable investment and 
costly failure often lies in preliminary project analysis by 
bank designing specialists. 


When you call us in before plans start, our analyst can 
save you much time in your early project conferences. 
From his specialized experience on many different bank 
projects, he can outline invaluable planning shortcuts — 
and budget savings — for you. 


In planning for your needs, your bank’s operational re- 
quirements are first carefully surveyed. This survey has 
saved many bankers the cost of a new building, for our 
recommendation was modernization instead. Where pres- 
ent quarters modernization is impractical, we will survey 
other buildings for you and advise on purchase and 
remodeling for your use. 


When a new building is required, we inspect possible 
sites and, on the basis of experience, point out advantages 
and disadvantages. Our analysis of locations can show 
you how to capitalize on street and pedestrian traffic, and 
how to employ parking and drive-in banking facilities 
most profitably. 


Since we know the banking business, our experts can 
closely analyze your bank’s potential growth. Our 
designers plan your quarters not only for beauty and 
efficiency, but also for economical expansion, so you will 
be ready for new business when it comes, 


Select your bank’s designer with care. Check our reputa- 
tion and financial responsibility by talking to any of almost 
3,000 bankers with whom we have worked. Whether your 
budget is large or small, your project can benefit from 
our experience and specialized services. 
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also creators of America’s outstanding office buildings 
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considering new quarters 


We invite you to visit us in St. Louis. Take a trip through our 


plant . 


. see how the world’s largest organization of bank 


building specialists carries a project through from preliminary 


sketch to final details of completion. 


If you're contemplating new banking quarters, send 


for your complimentary copy of this new 


horton 





portfolio, “Banker's 
Guide to Profitable 
New Quarters.” 


FIRST NATIONAL BANK OF GAINESVILLE 
GAINESVILLE, FLORIDA 


Designed and Equipped by Bank Building Corporation 


Mr. J. B. Gander, President 

Bank BuILDING AND EQuiPpMENT CORPORATION OF AMERICA 
9th and Sidney Streets, St. Louis, Mo. 

Send my free copy of “BANKER’S GUIDE TO PROFITABLE 
NEW QUARTERS.” 


On or about. we contemplate: 
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NEW MODERNIZED NEW MODERNIZED 
BUILDING QUARTERS FIXTURES FIXTURES 
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That’s how grief- 
stricken little Patsy Stackhous felt 
when she heard that her First 
National Bank of Jacksonville, 

S. Carolina had been robbed. All 
she could think of were her “‘life 
savings” ... seven dollars. What 
she didn’t know was that Fidelity 
and Deposit had already repaid 
the $30,000 loss .. . only a few 
hours after the theft. 


The prompt action taken by F&D 
in making good the First National’s 
loss is typical of F&D’s service 

V/, to its bond and policy holders. 





F IDELITY AND Deprosir COMPANY 
Baltimore, Maryland 


AFFILIATE: AMERICAN BONDING COMPANY 
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come and gross national product. Val- 
uable as they are, however, these and 
other standards of measure have not 
been useful to gauge trends and trans- 
actions which are purely within the 
field of finance—in short, “where does 
the money come from and where does 
it go?” 

In correlating the financial aspects 
of the mortgage market with the non- 
financial, the Board’s statistical re- 
searchers found out that the amount 
of new equity put into new and used 
homes was about $4 billion, added to 
the $18% billion realized from the sale 
of old homes. This, with a mortgage 
debt increase of $814 billion made up 
the total $31 billion spent last year 
by consumers for new and used homes. 

By relating these figures to previous 
years (calculated back to 1939), the 
Board’s researchers found a steadily 
sagging trend in the equity position 
of home owners generally. It was the 
derivation of these results that caused 
the Council of Economic Advisers and 
the housing authorities to take the 
credit-curbing action. It was not until 
October 23 that the public was told 
how the decision was reached. 

The Flow-of-Funds analyses for 
prior years will be published in a 400- 
page book with 100 charts later in 
1955, and brought up to date annually 
thereafter. 
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Export Credit Programs 
Taking On New Look 

Gradually, unspectacularly, the Ex- 
port-Import Bank is getting back into 
the swing of encouraging foreign 
trade with generous injections of 
credit. This is a change-over from the 
early months of the Eisenhower Ad- 
ministration, when the _ objective 
seemed to be to get the Government 
out of the lending business. 

Another significant development is 
that the Bank is now obviously the 
foster-child of the State Department 
rather than the Treasury. This has 
been a sort of custody fight with first 
one agency and then the other seem- 
ingly having the more to say about 
the Bank’s operations. Actually, it is 
under the policy control of the 
National Advisory Council — but the 
Council includes among its mem- 
bers both agency heads. Accordingly, 
the Council’s attitude is determined 
largely on the basis of the Treasury’s 
ability to adjust itself to State Depart- 
ment dreaming. 

Recently, Samuel C. Waugh, a Lin- 
coln, Nebraska banker, was named 
president and board chairman of the 
Export-Import Bank. He was previ- 
ously Deputy Undersecretary of State 
for Economic Affairs, and prior to 
coming to Washington was for 26 
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years president of the First Trust 
Company of Lincoln. The significance 
of the shift is that Mr. Waugh in his 
new post will be in a position to do 
what previously he could only talk 
about. It looks like a period of active 
days ahead for the Bank. 
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Chicago Banker Takes 
State Department Post 
Herbert V. Prochnow, newly named 
¢ Deputy Undersecretary of State for 
‘economic Affairs, is sitting opposite 
from the banker in his new job. The 
former First National Bank of Chi- 
cago vice-president now has the role 
of selling a larger diplomatic eco- 
nomics budget to another former 
banker, Budget Director Rowland R. 
Hughes. 

Mr. Prochnow succeeded Samuel C. 
Waugh when the latter became head 
of the Export-Import Bank. 

There is a definite trend toward 
building up the economic side of dip- 
lomatic relations, particularly in the 
Far East, where Mr. Prochnow spent 
the first month of his tour of office, 
looking things over. He was accom- 
panied by Undersecretary Herbert 
Hoover, Jr., and International Co- 
operation Administrator John B. 
Hollister. 

Further evidence of the “beefing up” 
of the Department’s economic activi- 
ties is the appointment of Robert C. 
Hill, former ambassador to Costa Rica 
and El Salvador, to serve as special 
, assistant to Mr. Hoover for mutual 

security affairs. 





CAPITAL NOTES 











Comptroller of the Currency Ray M. 
Gidney is standing behind his plan to 
permit banks to set aside annual in- 
crements of 4% per cent per annum of 
gross earnings in a bad debt reserve, 
to accumulate until a “suitable” ceiling 
is reached. His recommendation for a 
{lat rate is based on the idea that the 
present loss-experience formula tends 
to reward banks whose past perform- 
ance entitles them to it the least. 


Small business earnings are on the 
rise and the number of new firms is 
increasing, and “we are now on the 

threshold of a $400-billion economy,” 

lj was declared by Donald A. Hipkins, 

deputy administrator of the Small 

fsusiness Administration. ‘The basic 

ciuse of our economic growth is a con- 

\uing increase in our national pro- 

ductivity, with wages keeping up with 

that productivity, and the consumer 

being given a share in the ‘profit’ in 

the form of lower prices and better 
quality merchandise.” 
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Alert....to channel 
your business affairs 


You may be assured that your business 
in Utah and the Intermountain West will be 
headed in the right direction when you 
call on Continental Bank. Details are never 


too small for our careful attention. 











I==\t 





The Continental Bank 


and Trust Company 
OF SALT LAKE CITY 


MAIN OFFICE: 200 South Main Street 
CENTRAL BRANCH: 1575 South Main Street 
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Growing with the Intermountain West 


Member Federal Reserve System © Member Federal Deposit Insurance Corporation 
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Get fast, accurate handling, 
prompt tracing... 

collect drafts through 

First National Bank 

in St. Louis 


When you deposit grain, commodity and 
security drafts through First National for 
collection, you can be sure we’ll keep your 
items moving fast ...and give you notice of 
final payment at the earliest possible moment. 


We trace items promptly. Never at any time 
do we have any dormant items. As we move 
items toward final payment, our skilled collec- 
tion personnel use the most modern methods 
and equipment to insure speed and accuracy. 


We'd like to tell you more about our prompt 
collection of drafts as well as our other corre- 
spondent services. The next time one of our 
representatives calls on you, or the next time 


you're in St. Louis, let's talk over the many Grain, security and commodity drafts are processed with speed 
ways our correspondent services can benefit and accuracy by these machines. Telephone, bank wire, special 


your bank. messenger service, air mail are all used to speed final payment. ? 





Grain drafts are presented for collection by messenger, First National messengers also make daily visits to St. Louis’ 
rather than notifying the maker to come to the bank Commission Row. When it’s not possible to present commodity 
for payment. Here, our messenger is on the trading floor drafts by messenger, the maker is immediately notified by 
of the St. Louis Merchant’s Exchange, where he makes telephone and a written notice is sent as a follow-up. 


several trips daily on his way to brokers’ offices. 
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Free booklet, 
THE FIRST 


**Sincerely Yours,” lists 25 ways NATIONAL BANK ‘ 
First National’s correspondent IN ST.LOUIS 

services can help you. For copies 
write to First National Bank in 
St. Louis, St. Louis 2, Missouri. 
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THE PERSONALITY SPOTLIGHT 








The Colorado National Bank, the 
state’s oldest bank, has had a change 
in its top echelon. Harold Kountze, 
president of the Denver institution 
for 21 years, has now been elevated to 




















GEORGE B. BERGER, Jr. 


New president, Colorado National 


chairman of the board, and George 
B. Berger, Jr., former vice-president, 
has been named president. 

Mr. Kountze, who is a director of 
the Federal Reserve Bank of Kansas 
City, has been with Colorado National 
since 1907, serving under his father, 
Charles B. Kountze, who was presi- 
dent from 1874 to 1911. An _ uncle, 
Luther Kountze, founded the bank in 
1862 under the name of the Kountze 
Brothers Bank. In 1866, a national 
charter was issued and the name 
changed to Colorado National Bank. 

Mr. Berger has been with the bank 
since 1930 and has been a director of 
the institution since 1939. Long active 
in civic affairs, he was recently ap- 
pointed chairman of the Denver Cen- 


tennial Celebration Committee. In 
1951, on leave of absence from the 
bank, he served as Denver’s first direc- 
tor of civil defense. 

His father, George B. Berger, Sr., 
was the bank’s president from 1911 to 
1934, at which time the present board 
chairman took over the reins. 
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Mont E. McMillen, former Southern 
California banker, has assumed the 
presidency of the First National Bank 
of Arizona, Phoenix. Hugh C. Gruwell, 
president for eight vears, is now chair- 
man of the board. 

Former executive vice-president of 
the First Western Bank and Trust 
Company in charge of its Pasadena 
operations, Mr. McMillen was desig- 
nated for the new post earlier this vear, 
with the change scheduled for this fall. 

John H. Brahm, executive vice-presi- 


dent, has assumed new duties. He is 
now co-ordinator of administration 
and operations, finance committee 


chairman, and vice-chairman of both 
the executive and management com- 
mittees. 

Formerly assistant vice-president in 
the correspondent bank division of the 
First National Bank in St. Louis, 
Robert M. Anderson has joined the 
Arizona institution as an assistant vice- 
president. He has been assigned to the 
main office as assistant to E. N. Hol- 
gate, vice-president and manager. 

. 

Three new executive vice-presidents 
at the Chemical Corn Exchange Bank, 
New York City, are Clinton C. John- 
son, Howard W. McCall, Jr., and Wil- 
liam S. Renchard. 

Mr. Johnson, who heads the inter- 
national division of the bank, has been 
with Chemical since 1919. He is past 


Activity heads now executive v.p.’s at Chemical Corn Exchange 


H. W. McCALL, Jr. 
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W. S. RENCHARD 


Cc. C. JOHNSON 





president of the Bankers Association 
for Foreign Trade. 

Messrs. Renchard and McCall direct 
the business of the national division, 
and have been with the bank 25 and 27 
years, respectively. Mr. McCall also 
supervises the oil and gas department, 
while Mr. Renchard directs the Wall 
Street division. 


So 


After obtaining controlling interest, 
Frank W. Sharp has been elected 
board chairman and E. H. Henderson 
president of the Commercial State 
Bank, Houston, Texas. W. Griffith is 


executive vice-president. 


¢ 


President of Northwest Bancorpora- 
tion for 22 vears and nationally promi- 
nent in banking and business circles, 





GOODRICH LOWRY 


Named by bank holding company 


J. Cameron Thomson has moved to the 
newly-created post of chairman of the 
board of the bank holding company. 
New president, and chief executive and 
administrative officer, is a 43-year-old 
executive vice-president of the affili- 
ated Northwestern National Bank of 
Minneapolis, Goodrich Lowry. 

Mr. Lowry started his’ banking 
career in 1936, in the trust department 
of Northwestern Bank, with which the 
Lowry family has been associated since 
its organization in 1872. Following 
experience in trust work, he succes- 
sively gained a knowledge of advertis- 
ing and publicity, commercial loans, 
and real estate management for the 
bank, before becoming executive vice- 
president in 1951. 

Mr. Thomson’s banking career dates 
back to 1905. He reached retirement 
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BY APPOINTMENT 
TO HER MAJESTY THE QUEEN 
PATENT LOCK AND SAFE MAKERS 


THE DISTINCTION OF 


CHUBB 


CUSTOM-BUILT SAFE DEPOSITS 





Like all their security equipment, Chubb Safe Deposit 
boxes are custom-built. Built, that is, to suit the individual 
requirements of a particular situation. In banks and large 
business concerns they will be housed in massive vaults. 
In clubs, hotels or in ships, they may be more conve- 
niently fitted into a Safe Deposit Safe. 

The illustration shows one of many Chubb Safe Deposit 
installations— finished in polished stainless steel with 
concealed lighting stainless steel panelled ceiling, and fully 
air conditioned. It is an example of Chubb expert design, 
reflecting the know-how and craftsmanship which for 
more than 130 years has made the name of CHUBB famous 
the world over. An installation such as this, in which every 
available inch of space was utilised to the full, stresses the 
importance of careful planning. 

The cHuBB Advisory Service is at your disposal. 


C H U B B provide world-wide service from their 


factories at Toronto, Canada - Sydney, Australia 
Johannesburg, South Africa - Wolverhampton, England 
and agents in every principal country 


CHUBB & SON’S LOCK AND SAFE CO. LTD. 
175-176 TOTTENHAM COURT RD., LONDON, W.I 
































age last month, but it is expected that 
he will remain as chairman or in an 
advisory capacity until January 31, 
1959. Among his outside activities, he 
has been prominent in the research 
work of the Committee for Economic 
Development. 

As successors 
to Mr. Lowry at 
the Northwest- 
ern National, 
John A. Moor- 
head has_ been 
advanced to ex- 
ecutive vice- 
president, while 
Henry T. Rut- 
ledge has be- 
come _ president 
of the North- J. A. MOORHEAD 
western Bank 
Building Company, real estate subsid- 
iary of the bank. 

Since 1950 Mr. Moorhead has headed 
one of the bank’s loaning divisions. 
Mr. Rutledge will continue to head the 
business development, advertising and 
public relations 
activities. 

The presidents of 
two of the largest 
milling firms in the 
country have be- 
come directors of 
the Northwestern 
National. They are 
Charles H. Bell of 
General Mills, and 
H.T.RUTLEDGE Paul S. Gerot of 

Pillsbury Mills. 
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Prominent businessmen and industri- 
alists participated in the ground-break- 
ing ceremonies for the 10-story addi- 
tion to the Pittsburgh Branch of the 
Federal Reserve Bank of Cleveland, 
to be erected at a cost of $4,000,000. 

Shown left to right in the view below 
are David L. Lawrence, mayor of 
Pittsburgh; E. P. Mellon, II, chair- 
man, Mellon-Stuart Co.; W. D. Ful- 
ton, president of the Cleveland “Fed”; 
John W. Kossin, vice-president in 
charge of the Pittsburgh branch; 


A $4,000,000 addition 
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N Special Saturday Operation J Reduced Credit Risks 


on Processing ¥v Early Return of Unpaid Items 


Simplified Cash Letter Preparation 


Accelerated Availability Schedule 


uting Service to Branch Offices 


a Direct Ro 
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94 BANKING OFFICES SERVING NORTHERN CALIFORNIA BA N K] ne 
HEAD OFFICE: SAN FRANCISCO >, 
: Jince 1854 
é 
Statement of Condition 
September 30, 1955 
RESOURCES LIABILITIES 
Cash on Hand and in Banks $ 247,822,607.79 Deposits $1,376,402,179.43 
U. S. Government Obligations 402,072,197.95 Acceptances Outstanding 1,528,595.87 
State, County, and Municipal Bonds 67,403,281.99 Reserve for Unearned Discount 10,727,492.68 
Other Bonds and Securities 25,508,136.48 R aa 1 14.286.576.4 
. Stock in Federal Reserve Bank 2,400,000.00 ee a a ny mee 286,376.46 
Loans and Discounts 735,258,070.05 Other Liabilities 2,562,905.06 
Bank Premises and Equipment 12,958,468.30 Capital Funds: 
Other Real Estate 1.00 Capital Stock 27,812,500.00 
; Customers’ Liability under Acceptances _1,449,067.08 Surpl $2.187.460.00 
Accrued Interest Receivable and Se = en 
Other Assets 9,922,781.72 Undivided Profits 19,286,862.84 
Total Resources $1,504,794,612.36 Total Liabilities $1,504,794,612.36 
United States Government and other securities carried at $160,184,909.52 are pledged to secure U. S. Government 
Deposits, other public funds, trust deposits, and for other purposes as required or permitted by law. 
Member Fedcral Deposit Insurance Corporation 
~ 
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America’s most popular desk pen. Pen 
always ready to write a full page or more 
because it refills itself instantly every time 
you return it to the socket in the modern 
fountain-base. 


Try one on a 30-day money-back guaran- 
tee. At any pen counter. 
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MORE THAN 

30 DIFFERENT POINTS 

« + ONE JUST RIGHT 

FOR EVERY WRITING STYLE 


CHOOSE THE RIGHT POINT | 
FOR THE WAY YOU WRITE 
... by number 


2556 Zere 
2550 Bovkhceprcs “e 
934M Medium stinl- 
9460 Zarton/ 


(Also public counter use) 


a Fe 


2668 benehal wriling 


Gsterbrook 


DESK PEN SETS 


THE ESTERBROOK PEN COMPANY, CAMDEN 1, NEW JERSEY 
The Esterbrook Pen Company of Canada, Ltd., 92 Fleet Street, East: Toronto, Ontario 


COPYRIGHT 1955, THE ESTERBROOK PEN COMPANY 





H. A. Roemer, Jr., president, Sharon 
Steel Corporation, and board chair- 
man of the Pittsburgh branch. 
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Slated to become president of the 
Peoples First National Bank & Trust 
Company, Pittsburgh, on December 1 
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FRANK E. AGNEW, JR. 
Heading for Pittsburgh 


is Frank E. Agnew, Jr., currently 
president of the Old Kent Bank, Grand 
Rapids, Michigan. 

He will succeed John H. Lucas, a 
veteran of 40 years in banking, who 
has been elected chairman of the board. 

Mr. Agnew has been president of 
Old Kent Bank since 1953, and prior 
to assuming that post was executive 
vice-president at Boatmen’s National 
Bank, St. Louis, Missouri. He has also 
been financial vice-president, General 
American Life Insurance Company, 
St. Louis. He began his banking career 
in 1928 with the Continental Illinois 
National Bank & Trust Company of 
Chicago. 

* 


The First Pennsylvania Banking and 
Trust Company is now in operation, 
following the merger between The 
Pennsylvania Company for Banking 
and Trusts and The First National 
Bank of Philadelphia. 

As was earlier announced, William 
L. Day is chairman, William F. Kelly 
president, and William B. Walker 
executive vice-president. 

Six senior vice-presidents include 
William F. Kriebel, Harold W. Scott, 
Albert W. Whittlesey and Robert A. 
Wilson, of The Pennsylvania Com- 
pany; Philip F. Coleman and Charles 
J. Gable, Jr., of the First National. 


. 4 


A group of officers and directors of 
the Commercial National Bank of 
Shreveport, Louisiana, have resigned 
their positions to organize the new 
Louisiana Bank and Trust Co. 

The resignations include those of 
Ray P. Oden, vice-chairman of the 
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THE PHILADELPHIA NATIONAL BANK 


! 
{ 
| 
| 
| 
i 
| 
1 
FUNDING 
BENEFITS 
; 
’ For information, write to 
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| is one of the outstanding features of 


THE PHILABANK PLAN 


Compare Philabank with any other plan on these important points: 


Philabank offers several methods of funding the cost — to allow the selection 
of the one which will best fit your needs. 


Philabank’s several levels, types and combinations of benefits make possible 


the design of a program tailor-made to your particular requirements. 


If your present plan, because of recent Social Security changes or other 
reasons, needs review or revision . . . The Philabank Plan may be advan- 
tageously integrated with it. Compare Philabank with any other plan. 


Organized 1803 PHILADELPHIA 1, PA. 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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Accepted Symbol of the Modern Bank Now installed in hundreds of beautiful new “Banks of 


the Future” all over America, the famous Mosler 
THE MAGNIFICENT Century Vault Door has won the reputation of being the 


most significant development in bank equipment in 50 


M O S L E R C E N T U RY years. It is available, today, with a wide diversity of 


BANK VAULT DOOR distinctive architrave and surrounding wall treatments to 


harmonize with any type of decor your architect proposes. 
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NEW MOSLER “SNORKEL” 
CURB TELLER makes drive-in 
banking service possible 
“right downtown,” 


NEW MOSLER ‘‘PICTURE 
WINDOWS" FOR DRIVE-IN 
BANKING have finest operate 
ing mechanism. 


Here, before you 
are the products of your own bold vision 
of tomorrow in banking... 


NEW MOSLER DAY-NIGHT 
DEPOSIT SAFE keeps your 
bank “open for business’® 
round the clock. 





of modern functional beauty in 


NEW MOSLER FLEETWOOD 
TELLERS’ COUNTERS have a 
“custom” look—at produce 
tion line prices. 





banking equipment . . . new con- 
cepts of efficiency in bank operation 
. . . Mew concepts of convenient 
‘super service’ for your customers. 
It took both your vision and Mosler’s 


to bring them to reality. MODERN MOSLER REVO-FILE 
gives bank clerks and tellers 
fingertip control over thous 
sands of cards from sitting 
position. 


If you would like details about these new Mosler 
concepts for the “‘Bank of the Future,” write, 
phone or wire The Mosler Safe Company, Dept. 
BCH-11, 320 Fifth Ave., New York 1, N. Y. 


THE COMPLETE LINE of 
Mosler Record Safes includes 
Ledger Desk Safes, which 
protect signature and credit 
cards where they’re used. 


IF IT’S MOSLER .. . IT'S SAFE 


The 


Company Since 1848 





~ 


MODERN MOSLER SAFE DE- 
POSIT BOXES are equipped 
with locks capable of over a 
million renter key changes, 


World’s largest builders of safes and bank vaults . . . Mosler 
built the U.S. Gold Storage Vaults at Fort Knox and the famous 
bank vaults that withstood the Atomic Bomb at Hiroshima 
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board and first vice-president, R. McL. 
Jeter, senior vice-president, James C. 
Atkins and W. Mitchell Brown, vice- 
presidents. 

Meantime, Emmett R. Hook has 
been elected a vice-president of Com- 
mercial and will maintain offices in 
the Continental-American branch, for- 
merly administered by Mr. Oden. 


7 


Herbert C. Moseley, vice-president 
of The Bank of Virginia, Richmond, 
has been named to the newly-created 
office of senior vice-president. 

For five years he was in charge of 





The Bank of Virginia at Roanoke. Last 
year he came to Richmond to become 
branch coordinator of the bank’s 11 
offices. 


- 
Newly appointed executive  vice- 
presidents at United States Trust 


Company of New York, New York 
City, are James M. Trenary and Augus- 
tus J. Martin. 

A vice-president since 1942, Mr. 
Trenary is a trustee and member of 
the executive committee. He is in 
charge of administrative matters for 
the Manhattan institution. 








So one of our distant banker friends 


wrote recently in thanking us for a small service 


extended. He may not have realized it, but he was paying us one of the 


nicest compliments we have ever received. 


In servicing our correspondents’ business, we are governed by one hard 


and fast rule: to give it the attention and handling we feel it would 


receive from the originating bank. To that end, every officer in the bank 


regards himself as an “associate member’ 


’ 


of our Correspondent Bank 


staff, giving freely of his time and know-how whenever he can be of 


service. 


Yes, we’re very pleased to know that our banker friend regards us as a 


“branch” of his own institution 


Branch,” as well! 





and we'd like to be your “Mid-South 


Whatever your correspondent needs in this area we hope you 


think first of 
THE 


First 





Nex tac cxerh 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 











A. J. MARTIN J. M. TRENARY 


Upper-level appointments 


Mr. Martin, also a trustee and a 
vice-president since 1946, is in charge 
of all investment functions. He is 
chairman of the local boards of the 
British Fire Insurance Companies; 
Commercial Union Assurance Com- 
pany; The British General Insurance 
Company, Limited; The Palatine In- 
surance Company, Limited; and Union 
Assurance Society, Limited. 


4 


Ernest J. Barber has been appointed 
to the new post of executive vice- 
president at The First National Bank 
in St. Petersburg, Florida. Prior to 
taking this post, Mr. Barber held the 
office of vice-president and trust offi- 
cer of Deposit Guaranty Bank and 
Trust Company of Jackson, Mississippi. 

Mr. Barber majored in trusts and 
investments at the Graduate School 
of Banking, Rutgers University, and is 
author of a text on trust examining. 

* 


Donald L. Barnes (leit). president of 
the American Investment Company of 
Illinois, was recently presented with 
a commemorative resolution from the 
National Consumer Finance Associa- 
tion for his many contributions in the 
development of the consumer finance 
business. The occasion was a banquet 
marking the opening of American In- 
vestment’s new $1,500,000 home office 
building in Clayton, Missouri, and also 
Mr. Barnes’ 30 years as president of 
the company. Making the presenta- 
tion, in the scene below, is the presi- 
dent of the association, John Mentz. 


Honor consumer finance leader 
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POSTING AND 
REFERENCE 


STAND 
Check (hese feajpures, 


vo ADJUSTABLE WEIGHT CONTROL 





v FINGERTIP HEIGHT ADJUSTMENT 


FREE ROLLING BALL BEARING CASTERS 


v 

Vv with PULLOUT SHELF AND TRANSFER FILE— 
A COMPLETE WORK STATION IN ONE UNIT 

v 


CARD FILES, FORM RACKS, ETC., CAN BE 
ADDED TO STANDS TO BEST SUIT EACH 


APPLICATION 
Le Febure Febwe 


70 MAKE ANY POSTING OPERA 104 
EASIER, Fas TER and MORE 











Instantly adjust- 
able to the cor- 
rect height for 





any posting or 
reference job. 
Fastest, easiest 
height adjust- 
ment available! 


v 
STREAMLINE STAND CABINET BASE UNIT 
Fixed or Available with 
adjustable models or without hood 





CEDAR RAPIDS, IOWA 


From the world’s largest 
manufacturers of posting trays, 
tray-binders, and stands. 


REPRESENTATIVES IN MOST PRINCIPAL CITIES 
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Please send complete information 
on LeFebure Stands. 


Name 





Address. 





City. State 
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From left: Messrs, Radford, Filson, Lichtenwallner, Lake, Gibson, Schultheis 


The six district governors of Bank Auditors-Comptrollers 


Some 400 leaders in the nation’s finan- 
cial, banking, insurance, industrial and 
consumer finance fields were guests at 
the banquet. 
+ 

Climaxing a 30-year career at The 
Harrisburg (Texas) National Bank 
M. P. Longley has been named execu- 
tive vice-president of the institution, 
taking over direct management of the 
bank’s affairs. He has been in the 
banking business since 1922, 


* 


Edward J. Korbel has been advanced 
to vice-president by Manufacturers 
Trust Company, New York City, and 


will continue in charge of the Colum- 
bus Circle Office. Promoted to assist- 
ant vice-presidents are William J. 
Vizdos and Harold F. Klein. 

On October 1, Manufacturers Trust 
opened an office in Rome, Italy, with 
Augusto Castiglioni as its representa- 
tive. 

* 

A feature of the 3lst annual con- 
vention of The National Association 
of Bank Auditors and Comptrollers in 
Denver last month was the presenta- 
tion to Charles Z. Meyer, vice-presi- 
dent and comptroller, First National 
Bank of Chicago, of the coveted 
NABAC Key for meritorious service. 


He is shown here receiving the award 





from Retiring President Robert H. 
Shepler, vice-president and_ cashier, 
Denver National Bank. Among his 
many services to the association, Mr. 
Meyer was president in 1940-41. He 
has also headed the Controllers Insti- 
tute of America as president. 

Among the NABAC convention 
election results, Richard L. Brower, 
general auditor, Bowery Savings Bank, 
New York City, was named to the 
executive board as a member-at-large. 

The three new district governors 
are: Roland A. Radford, vice-president 
and cashier, The Bank of Virginia, 
Richmond; John B. Lichtenwallner, 
auditor, The Omaha (Nebraska) Na- 
tional Bank; and M. B. Lake, comp- 


A coveted NABAC award 
R. H. SHEPLER 


C. Z. MEYER 
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with new, all—electric 


Write, wire or phone 


400 


Just as the modern electronic miracle has 
improved the efficiency of accounting 
machines, typewriters and other office 
machines in banks throughout the nation 
—so, too, has it revolutionized coin chang- 
ing and paying equipment. 

The new, all-electric Coinometer 400 em- 
ploys a radically new and basic concept in 
change making that actually outmodes all 
other types of equipment. It is unsur- 
passed for accuracy, speed and ease of 
use. Be sure—before you buy—to learn 


how Coinometer 400 can benefit you. 


OUTSTANDING FEATURES 
Remote Control e Automatic shut- 


104 Sensi-Touch off and coin tray 
Keys lock 


Low, modern e Nospecial wiring 
height e Sensibly priced 


COINOMETER CORP. 








1223 S. WABASH, CHICAGO 5, ILLINOIS = ) 





Coinometer 400 
lets electricity carry the load 


My work is so much 
easier with Coino- 
meter’s Sensi-Touch 
keys and effortless 
action,| never tire 
even on the 

busiest days! 











a 


. and Coinometers have been 
satisfying banks for 35 years! 


Burroughs Clearing House 
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troller, Seattle-First National Bank, 
Seattle, Washington. 

Other district directors serving the 
second half of their two-year terms 
are: Adam H. Schultheis, assistant 
cashier, The Philadelphia (Pennsyl- 
vania) National Bank; Malcolm H. 
Gibson, cashier, Citizens State Bank, 
Sheboygan, Wisconsin; and Harry W. 
Filson, assistant comptroller, City Na- 
tional Bank and Trust Company, 
Kansas City, Missouri. 


5 


Back in banking again is well-known 
E. A. Mattison, this time as president 
of a new Chicago loop institution, the 
Madison Bank & Trust Company, 
scheduled to open December 1 in the 
Daily News Building, 40 West Madi- 
son Street. 

Mr. Mattison is a former key offi- 
cer of Bank of 
America in San 
Francisco. From 
1935 to 1942 he 
guided the rapid 
development of 
its installment 
loan. operations, 
and later as exec- 
utive vice-presi- 
dent he was in 
charge of all 

E. A. MATTISON loan and deposit 

services. Then in 
1952 he resigned that post to become 
president of Budget Finance Corpora- 
tion of Los Angeles. a nationwide small 
loan company in which he is still active 
as a director and chairman of the 
finance committee. 

Board chairman of Madison Bank 
is Thomas W. Dower, a packing com- 
pany executive. He was formerly a 
director of the Marine National Bank. 





° 


H. Stephen Chase has been elected 
a senior vice-president and assigned 
to new duties at the head office of 
American Trust Company, San Fran- 
cisco. 

For the past 15 vears Mr. Chase has 
served as vice-president and manager 
of the bank’s 
main office in 
Sacramento. In 
his new post he 
will be in charge 
of the general 
development 
program, includ- 
ing the banks 
and bankers de- 
partment and 
the business de- 
velopment de- 
partment at American Trust. 

\dditional appointments include 
Ward C. Krebs as vice-president and 
manager, and F. C. Erickson as vice- 


H. S. CHASE 
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“We got 
the facts we needed 
from the Royal”’ 
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American bankers have found that the 
Royal Bank can help them with their 
Canadian affairs—can help them serve 
customers with information on problems 
ranging from sales representation to 
choice of a factory site. For additional 
information, write to the Business 
Development Dept., at Head Office 


in Montreal. 
Over 800 branches in Canada, 
the West Indies, Central 


and South America, New York, 
London and Paris. 


THE ROYAL BANK 
OF CANADA 


HEAD OFFICE: MONTREAL 
New York Agency— 
68 William Street, New York 5, N.Y. 





Canada’s Largest Bank 
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president, at the bank’s Sacramento 
main office; Samuel P. Stevens, assist- 
ant vice-president, commercial loan 
department, head office; and John E. 
Weaver, assistant vice-president and 
manager, Woodland office. 


o 

The First National Bank of Chicago, 
Illinois, has announced that Raymond 
H. Becker, vice-president, has been 
placed in charge of its banks and 
bankers division, succeeding Herbert 
V. Prochnow. Mr. Becker has been 
with the bank since 1922. Mr. Proch- 
now was recently granted a leave of 
absence from the bank to serve as 


Deputy Undersecretary of State for 
Economic Affairs. 


e 


Among the outstanding events by 
which the Mercantile Trust Company 
in St. Louis is observing its 100th anni- 
versary, outstanding in the memory of 
a host of banker friends was the huge 
centennial banquet staged by the cen- 
tury-old institution during the recent 
A.B.A. convention in Chicago. Here 
President Kenton R. Cravens (left) 
and Sidney Maestre, board chairman, 
are receiving congratulations from a 
host of well-wishers aiter the scin- 
tillating banquet program. Shown in 








Recommended 





IF URST editions 


Avail yourself of our complete banking services at any 
time. The experience and knowledge acquired through 
fifty-three years of service to Florida—and specialized 
training and skill in Latin American banking and trade 
—are at your disposal. May we help you? 





The 


RURST 


NIULONNE 


Bank of Miami 


@) 





e Founded in 1902 
e Complete Banking 
& Trust Services 
e Se Habla Espanol 


ae 


101 EAST FLAGLER ST., MIAMI, FLA. 


MEMBER: FEDERAL RESERVE SYSTEM—FEDERAL DEPOSIT INSURANCE CORPORATION 
BANKERS ASSOCIATION FOR FOREIGN TRADE 
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Anniversary congratulations 


the background, also exchanging 
greetings, is Mrs. Ivy Baker Priest, 
United States Treasurer. 

7 


New executive vice-president at the 
Puget Sound National Bank of Taco- 
ma, Washington, is James G. Fowler. 
Mr. Fowler joined the bank in 1942 


after having been active for many 
vears in Tacoma in the investment 
business. He also serves as secretary 


of the board and vice-chairman of the 
bank’s executive committee. 


4 


Geneva, Alabama, has a new finan- 
cial institution, The American Bank. 
Its officers are L. I. Thompson, presi- 
dent; J. Lewis Phillips, vice-president 
and cashier; and Mrs. Abbie Ward, 


assistant cashier. 


- 
Several Bank of America officers 
have been promoted, and = major 


changes have been announced in the 
Sacramento, California, offices. 

A. M. Twomey, formerly assistant 
vice-president, bank operations, has 
been advanced to 
vice-president and 
appointed head of 
the Northern Cali- 
fornia officer place- 
ment department. 
He will operate out 
of the main office 
in San Francisco, 
as will the former 
Washington repre- 
sentative for the 
bank, Robert T. 
Shinkle, who has been appointed as- 
sistant general counsel. Mr. Shinkle 
will handle administrative supervision 
of the bank’s legal department in 
Northern California. 

Lawrence H. Praeger, Patrick R. 
Byrne and Theodore A. Griffinger, all 
of the bond investment department, 
and Herman O. Evanson, of the cor- 
poration and bank relations depart- 
ment, have been elevated to assistant 
vice-presidencies. 

At Sacramento, 
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dont shout gramp!.. 


YOU’RE ON THE AIR 


Today, Gramp...as well as people in every walk of life... 
is “on the air” at Diebold drive-up windows. “On the air” 
isn’t the only feature of Diebold units . . . extensible trays 
protect deposits from wind and weather . . . bullet-proof All ——— hi aoe 
, glass and steel block bandit raids . . . functional design Mieka Wanaaaahe Theteotin Wieden 


? . . . Diebold Panoramic Drive-Up Windows 
enables tellers to serve customers swiftly and accurately. provide the finest motor banking facilities avail- 


Diebold EXPERIENCE can make drive and walk-up bank- = a — a more banks than all 
ing facilities practical and profitable for you. Ask to exam- ee __ ee 
ine MOTOR BANKING, a new 154-page Diebold study is° 

. the most authoritative treatise ever published on the eh 
subject. It shows how drive and walk-up facilities have ee 
been fitted into all types of space and structural situ- ce 
ations . . . successfully. ie 
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She'll tell you its EASTEST TO USE...) fi 



















Every so often, someone builds a new machine that far 
outperforms all that have gone before it—and this is such 
a machine. Completely new, and designed specifically for 
commercial account posting, the Burroughs Sensimatic 
will do more work in less time than any bank bookkeeping 
machine yet devised. What’s more, any operator, after an 
hour with a Sensimatic, will tell you it’s the fastest, easiest- 
to-use, most error-proof machine she’s ever worked on. A 
few of the reasons why are explained on these pages. 


Operators like the Sensimatic because they can depression and simplified motor bar selection help 
quickly learn to operate it professionally. The make the job easier. And, because of operator pref- 
single-motion form handling, the uniform key erence, you benefit from lower operator turnover. 
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ee Faster form handling. A smooth, easy one-hand motion y 
brings the form into the open carriage, and positions 

it to the last line of posting—exactly aligned for the 

next operation. 


Faster motor bar selection. The Sensimatic’s unique 
construction assigns a single major function to each 
motor bar. Operator decisions are reduced and posting 
is simplified. Speed is increased, efficiency improved. 


Automatic check count, automatic register totaling, date lock, 
list-posting tape, and activity counter are some of the other fea- 
tures of this money-saving Sensimatic. Then, too, because it’s 
built on the Sensimatic principle (with interchangeable four- 
job panels that let you switch it from job to job at the turn 
of a knob) it’s ideal for any bank, large or small. For complete 
information, call our nearest branch office. Or write to 
Burroughs Corporation, Detroit 32, Michigan. 


Burroughs and Sensimatic are trade-marks 
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SENSIMATIC bank bookkeeping machine 





Faster indexing. The entire keyboard is designed for 
faster, more positive indexing—with scientifically im- 
proved slope and height, fingertip key fit, and swift, 
uniform key depression. 


THE PROGRESSIVE BANK 
BURROUGHSVILLE 


_ #3) 1088 
; 


Faster, more automatic carriage movement. Carriage 


opens automatically, closes at the touch of the motor 
bar, tabulates forward or return, and completes post- 
ing. New amounts are indexed as machine computes, 


WHEREVER THERE'S BANKING THERE'S 


Burroughs 
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Street branch has been designated the 
Capitol office and it will offer banking 
facilities and services comparable to 
the main office at 8th and J Streets. 
The regional business development 
department, headed by vice-president 
Earl Lee Kelly, now serves the entire 
Sacramento area and it is located in 
the Capitol office. John J. Monteverde, 
Jr., former manager of the Greater 
Broadway branch, has been elevated to 
a vice-presidency in charge of busi- 
ness development under Mr. Kelly. 


C. E. McCarthy has been named 
manager of the Capitol office, succeed- 
ing William W. Doidge, who has been 
assigned new duties as a general loan 
supervisor and assistant vice-president 
at the San Francisco headquarters. 


. 4 


During a recent trip to Mexico, 
George Sears, vice-president of the 
First National Bank of San Diego and 
a well-known Southern California 
sportsman, hooked five sailfish run- 
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FOR HIGH - SPEED COLLECTIONS 
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IN EVER-GROWING PUERTO RICO 


Thru our net of 14 branches we provide a fast, dependable 
and aggressive collection service in Puerto Rico for main- 


land United States concerns. 


Our experience and full 


knowledge of local people and conditions are at your dis- 


posal. 
Banco 


CREDITO Y AHORRO PONCERO# 


MAIN OFFICE: PONCE, PUERTO RICO 
Member Federal Deposit insurance Corporation 


FOUNDED 1895 
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A devoted banker-sportsman 


ning up to 130 pounds apiece. Thor- 
oughly honest, as befitting a banker, 
he confides however that only two of 
the sails shown here are his; the other 
two were landed by fellow members 
of his party. 

Mr. Sears has also caught marlin, 
and is an enthusiastic advocate of the 
trend toward using lightweight spin- 
fishing gear, instead of the usual heavy 
tackle for such game fish. In addition 
to his fishing prowess, he is a devoted 
duck-hunter. 

. 


As was advance-announced in an 
earlier issue, the Louisiana Bank & 
Trust Company and The National 
Bank of Commerce in New Orleans 
were consolidated last month, under 
the name of the latter institution. Dale 
Graham is president, Percy H. Sitges 
is chairman of the executive commit- 
tee, John A. Oulliber and Eugene M. 
McCarroll are executive vice-presi- 
dents. 

Just before the merger, National 
Bank of Commerce advanced Edward 
A. Amar to vice-president, Frank J. 
Basile and Joseph J. Knecht to assist- 
ant vice-presidents, J. K. Butler and 
M. J. Rousseau to assistant cashiers, 
R. J. Emmer to trust officer. 


+ 


A. G. McNeese, Jr., assistant presi- 
dent of The Second National Bank of 
Houston (Texas) was the subject of a 
feature article recently in the “Hous- 
ton Post.” It spotlighted Mr. Mc- 
Neese’s distinctive position. So far as 
is known, the only other bank officer 
designated as assistant president is 
Jack F. Glenn at the Citizens & South- 
ern National Bank, Atlanta, Georgia, 
who wrote Mr. McNeese suggesting 
that they form an assistant presidents’ 
club. The Atlantan generously offered 
to let Mr. McNeese serve as president 
of the club and he would be assistant 
president. 

The unusual title is not to be con- 
fused with the various types of vice- 
presidents or assistant vice-presidents 


Burroughs Clearing House 
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DOUBLE 11...today’s newest way 


for banks to show 
time and temperature 


@ as a Public Service 
@ for Symbolized Identification 


NBC 


NATIONAL 


BANK oF 


COMMERCE 
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Hands, dials and the conven- - 
tional thermometer are out. 


Giant, light-studded numbers show Time and Temperature the DOUBLE TT 
way — brilliantly-illuminated numbers, electronically selected, changing from time 
to temperature every five seconds — numbers easily legible blocks away, even in 
daytime. There’s nothing else like DOUBLE TT. It’s the original, changing- 
number, alternating Time and Temperature display . . . patented, experience- 
tested, perfected . . . the modern way, the exclusive way, for financial institutions 


to show time and temperature on an exterior display basis. 


Scores of financial institutions all across America have experienced at first-hand the 
remarkable advertising success DOUBLE TT brings. Their frank appraisals of 
DOUBLE TT are available to you in our new booklet, “The Word Gets Around 


in Financial Circles,” without cost or obligation. Write today — or send the coupon 
below. 


Ask about DOUBLE TT, JUNIOR, especially de- 
signed for smaller financial institution budgets. 


a ee 
_ 


AMERICAN SIGN AND INDICATOR CORPORATION 
j _ 


Originators and exclusive manufacturers of DOUBLE TT, the 

only Time and Temperature display contractually guaranteed / 
ACCURATE to the minute in Time, to the degree in Tem- 
perature. 





East 808 Sprague, Spokane 3, Wash. 
141 Jackson Blvd., Chicago 4, III. 


interested in 


Over 140 established service agents thruout U.S.A. 


U. §. Patent No. 2,673,976 — Other Patents Pending awh) 


ovember, 1955 









[) DOUBLE TT, SENIOR 
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You'll see 
DOUBLE TT 


wherever you go 
eee IN 
CHICAGO 
HOUSTON 
ATLANTA 

LOS ANGELES 
TOLEDO 
MACON 

SAN FRANCISCO 
GRAND FORKS 
SEATTLE 
MOBILE 
JERSEY CITY 
TOPEKA 
OMAHA 
MINNEAPOLIS 
SALT LAKE CITY 
CLEVELAND 
KANSAS CITY 
SPOKANE 
AUSTIN 
BILLINGS 
GARY 
MEMPHIS 
PUEBLO 
TACOMA 

SAN ANTONIO 
OAKLAND 
PASSAIC 
JACKSONVILLE 
HAMILTON 
CASPER 

SAN JOSE 
PHOENIX 
MAUMEE 
CHEYENNE 
RAPID CITY 


and in many other 
American Cities, 


coo 


American Sign and Indicator Corp. 
/ East 808 Sprague, Spokane 3, Wash. 


Gentlemen: Please send me your free DOUBLE TT 
booklet, “The Word Gets Around in Financial Circles,” 
together with other information on Double TT. | am 


C) DOUBLE TT, JUNIOR 
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Quarterly 
Yividend 


A welcome dividend is paid each quarter to client 
banks in the form of a free portfolio containing news- 
paper, spot radio, bus card, counter card, poster and 
billboard advertising materials to help banks obtain a 
greater volume of THrirTICHECK accounts. 


TuriFTiCHEck is the complete, dignified, successful 
plan of low-cost, no-minimum-balance checking. Its 
popularity is proven by millions of TarirtiCHeck 
customers in more than 700 communities across the 
nation. 


Exclusive THriFTICHECck rights are granted to but one 
bank in an area. In addition to furnishing complete 
advertising and promotional material quarterly, 
TurirTiCHEcK provides all operating supplies, and 
on-the-premises imprinting equipment with (optional) 
patented name tube library system—all without invest- 
ment by client banks. Smooth functioning is assured 
whether a no-minimum-balance plan is being installed 
for the first time, or a changeover is being made from 
an existing plan. For full details, write 


THRIFTICHECK SERVICE CORPORATION 


100 Park Avenue « New York 17, New York 




















that are typically found in banking. 
In the case of the Second National, it 
means that Mr. McNeese was picked 
by the bank’s board of directors to 
share the duties of President L. R. 
Bryan, Jr., and to succeed him when 
he retires on January 1, 1958. Formerly 
a lawyer whose practice for years was 
associated with big-time oil business, 
Mr. McNeese was at first repelled at 
the idea of becoming a banker, but 
now finds that he likes it better than 
anything he has ever done. 

Joining the Second National as an 
assistant vice-president in the business 
development department is William B. 
Black, Jr.. who has been executive 
vice-president of the Wichita Falls 
Chamber of Commerce. 


4 


New president of the National Asso- 
ciation of Bank Women is Miss Vir- 
ginia A. Rehme, 
vice - president, 
Southern Com- 
mercial and Sav- 
ings Bank, St. 
Louis, Missouri. 
It is her second 
major advance- 
ment this vear; 
in July she was 
moved up from 
assistant vice- 
president at the 
bank. Among 
her local activities, she planned and 
conducted the first Women’s Finance 
Forum in St. Louis. 

Miss Rehme succeeded Miss Cora I. 
Blanchard, assistant treasurer, Suffolk 
Savings Bank for Seamen and Others, 
Boston, Massachusetts. 

Mrs. Bee Bush, assistant vice-presi- 
dent, Valley National Bank, Phoenix, 
Arizona, was elected vice-president of 
the N.A.B.W. Other newly-named 
officers are: 

Recording secretary , Miss Viola 
Welling, assistant cashier, Alton (IlIli- 
nois) Banking and Trust Company; 
corresponding secretary, Miss Louis 
Van Niece, secretary-treasurer, The 
Trust Company of Kirkwood (Mis- 
souri); treasurer, Miss Florence C. 
Otten, comptroller, Citizens Savings 
Bank and Citizens Trust Company, 
Providence, Rhode Island. 














Vv. A. REHME 
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The Industrial National Bank of 
Providence, Rhode Island, has _ pro- 
moted several staff members. John J. 
Cummings, Jr., and Henry F. Tingley, 
Jr., have been named vice-presidents, 
Lewis Bolton, Edward H. Jenison, and 
Henry F. Koller elected assisted vice- 
presidents, and Thomas J. Hayhurst 
and Charles H. H. Lang promoted to 
trust officer and assistant trust officer, 
respectively. 

A former trust officer, Frederick B. 
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H. F. TINGLEY, Jr. 


J.J. CUMMINGS, Jr. 


Promoted at Providence 


Mumford, has been named manager of 
the bank’s Slater office, succeeding 
Ralph W. Childs, who will assume a 
new assignment at the bank’s main 
office. 


4 


The Valley National Bank of Alham- 
bra, California, has been merged with 
the First Western Bank and Trust 
Company, Francisco. Les Allen, 
former president of the Valley National 
Bank, has been appointed executive 
vice-president of First Western. He 
started his banking career with a Los 
Angeles bank in 1922 and has been 
president of Valley National since 1950. 

The Valley National Bank operates 
four offices, two in Alhambra, one in 
Arcadia and one in Long Beach, which 
have become branches of the First 
Western system. 

The Alhambra institution has had a 
phenomenal postwar growth, its total 
resources climbing from $664,154 at the 
end of 1946 to more than $26,000,000 
at the time of the merger. 


San 


oe 
A former assistant national bank 
examiner, Billy J. Henry, has been 


named assistant vice-president of the 


First National 3ank in Houston, 
Texas. He is assigned to the corre- 


spondent department. 


Sf 


Philip W. Kniskern, board chairman 
of the First Federal Savings and Loan 
\ssociation, cuts a cake celebrating 


the institution’s reaching $100 million 


A $100,000,000 cake 
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DRIVE-IN SERVICE gains new advantages with the aid of RCA TV EYE at the new 
Industrial National Bank of Dallas, Dallas, Texas. Customer's authorized signature is 
flashed on TV screen for teller to compare. 


CLOSED CIRCUIT TELEVISION ' 


makes withdrawal service a reality at Texas bank 






Now, for the first time, drive-in banks can offer withdrawal facilities, 
quickly, safely, through the miracle of television. With the aid of the 
new RCA TV EYE camera and a conven- 
tional TV receiver, banks and other financial 
institutions can transmit signatures, records, 
documents in a matter of seconds. Modern 
banks everywhere are adopting this new 
RCA development to speed up customer 
service and save tellers’ time. Mail the 
coupon today for full information on ways 
in which TV EYE can save you thousands of 
dollars annually. 


RADIO CORPORATION 
of AMERICA 


ENGINEERING PRODUCTS DIVISION « CAMDEN, N.J. 
In Canada: RCA VICTOR Company, Limited, Montreal 





® 
— ee eee eee Send for literature today! == = = a oe 


Radio Corporation of America 
Dept. Y-276, Building 15-1, Camden, N.J. 


Please send me full information on how banks are using RCA TV EYE closed circuit television, 


NAME TITLE 





COMPANY. 





ADDRESS 





CITY ZONE STATE 
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Whatever Your Needs 
in Michigan... 


For complete correspondent service, get 
in touch with Manufacturers National. 
Our banking. offices in Detroit, Dear- 
born, Highland Park, Grosse Pointe 
Woods, Van Dyke and Redford combine 
to provide you with prompt, careful 
handling of your every requirement. 


Manufacturers National Bank 


OF DETROIT 
Detroit 31, Michigan 


Member Federal Deposit Insurance Corporation 
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“1 do laborless filing, in 
half the time-with 
CORRES - FILE 


. el love it!” 








esis one 


CORRES-FILE increases efficiency — saves 
time (50%) and money—improves employee 
morale, by taking the file clerk out of the 
laboring class! 


gqves TIME, LABOR and 
up to 40% in SPACE! 


Effective Tools for Effective Management 
WASSELL ORGANIZATION, INC. Westport, Conn. 











in assets, the first association in New 
York City to do so. Looking on are 
Harold C. Hahn (center), board vice- 
chairman; and Eugene M. Mortlock, 
president. 

* 


James E. Patrick (left), executive 
vice-president of the Valley National 
Bank, Phoenix, Arizona, recently was 
presented an honorary lifetime mem- 
bership in the Phoenix Personnel Club 














For training innovations 


for his “outstanding achievements in 
personnel and _ industrial relations 
work.” George Holman (right), club 
president, made the presentation and 
noted it was the first award of its type 
ever made by the group. He said it 
was in recognition of “the numerous 
innovations in training procedures de- 
veloped by Mr. Patrick” during the 
several years he has been in charge of 
personnel for the statewide banking 
system, which has nearly 1,300 em- 
ployes. 
+ 


Dr. Harold Stonier has been desig- 
nated as dean of The Graduate School 
of Banking of the American Bankers 
Association, and will continue as its 
executive officer. Succeeding him as 
director is Dr. E. Sherman Adams, 
formerly assistant director. 

Following are other staff changes 
that have been announced: 

Henry M. Sommers, secretary and 
assistant general counsel of the A.B.A., 
has been given the title of associate 
general counsel. 

Louis J. Asterita, deputy manager 
and secretary of the Instalment Credit 
Commission, has been designated 
deputy manager in charge of the Com- 
mission. 

James J. Saxon, assistant general 
counsel in the Washington office, now 
has the additional title of assistant to 
the executive manager. 

William Powers, deputy manager, is 
secretary of the newly-created Com- 
mittee on Executive Development. 

Melvin C. Miller, deputy manager 
and secretary of the Bank Manage- 
ment Commission, has been given the 
additional title of convention director. 
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George B. Ward, assistant director 
of customer and personnel relations 
and secretary of the Committee on 
Service for War Veterans, has been 
designated director of bank personnel 
relations, 

Charles E. Betts, Jr., assistant secre- 
tary of the Country Bank Operations 
Commission, has been made secretary 
of the Commission. 

Mary Smith, a member of the Trust 
Division staff for several years, is now 
assistant secretary of the Division. 


* 


This year as never before, the In- 
dianapolis banks are spearheading the 
Community Chest drive. The effort is 
headed by Otto N. Frenzel, president, 
Merchants National Bank & Trust 
Company, and president of the local 
clearing house association. The presi- 
dents of each of the seven clearing 
house member banks are acting as 
team captains; it is said to be the first 
time in the 35-year history of the fund 
that so many top bankers have been 
comparably active. 


- 


Stanley Fletcher, vice-president at 
the Chicago National Bank, has been 
elevated to the dual 
post of vice-presi- 
dent and_ cashier. 
Mr. Fletcher, who 
heads the bank’s 
operating division, 
was elected an as- 
sistant vice-presi- 
dent in 1953, and 
stepped up to a 
vice-presidency in 
1954. 

Charles F. Col- 
latz, who formerly held the office of 
cashier, has been advanced to assistant 
vice-president. 


S. FLETCHER 
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Under the leadership of A. Leslie 
Nerland, president and board chair- 
man, the Bank of Fairbanks (Alaska) 
has shown surprising growth since it 
was acquired by a group of local busi- 
nessmen in 1949. Capital funds have 
increased from $125,000 to $700,000, 
and deposits from $3,500,000 to more 
than $12,000,000. Now comes the news 
that the institution has converted to a 
national bank, and its name has been 
changed to the Alaska National Bank 
of Fairbanks. 

« 


This is a big year for The First Na- 
tonal Bank of Troy, Pennsylvania. It 
marks the 60th anniversary of the in- 
stitution, the 50th year in banking for 
resident William W. Beaman, and the 
completion of an enlarging and re- 
modelling program. 
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Another reason why Hammermill Bond prints better, 
types better, looks better 





People come from all over to see what makes 
Hammermill Bond even cleaner than before 


HE PEOPLE in this picture happen to 

be Hammermill experts, studying 
something brand-new in papermaking. But 
they might well be some of the paper ex- 
perts that have been coming from all over 
the country and even from abroad to see 
this revolutionary Hammermill invention. 


This invention took Hammermill four 
years to develop and half a million dollars 
to install. It has just one job—to make 
Hammermill Bond even cleaner than it 
was before. 

The pulp Hammermill Bond is made 
from gets six separate washings and three 
different stages of bleaching. That’s why 
in the past you've found so few specks 
to mar Hammermill Bond’s brilliant 
blue-whiteness. 

But now, Hammermill’s new invention 
gives the pulp a final cleaning of a different 
kind. The pulp is whirled under pressure 
through the cone-shaped pipes shown 
above at the left. The dirt particles, being 
heavier, are flung to the outside and carried 
away, so they can never get into the paper. 
The clean fibers rise to the top,and are piped 
immediately to the papermaking machine. 


That’s why the Hammermill Bond you 
buy today is even cleaner than before. It’s an 
example of the technological advances that 
each year bring paper experts from all over 
the world to see Hammermill papers made 
—an example of how no expense is spared 
to make your Hammermill Bond, (1) print 
better—(2) type better—(3) look 
better. Printers everywhere use 
Hammermill papers. Many dis- 
play this shield. Hammermill 
Paper Company, Erie, Pa. 








—yet 


NMMERA 
s BOND wont no more 


—and actually less than many other watermarked papers 
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COPYRIGHT UNION BANK & TRUST CO. OF LOS ANGELES 


Union Bank 





MONEY ENGINEERING 
... the dynamic science of making money work Z 
more efficiently in banking. & 
... the turning of paper items into money by 4 
out-racing clock and calendar to create new working ; 
Union Bank & Trust Co. of capital for your customers. 


Angeles wel th : — bie leas ; 
Sing el ... the availability of specialized facilities which 
tunity to discuss ways of putting 


ilies iaiaienlinds Samrat widen the scope of correspondent banking services 
for your bank and its customers to banks, large and small. 


Union Bank & Trust Co. 


OF LOS ANGELES 





Teletype: LA 501° Bank Wire: SLUN * The Businessman’s Bank * We Have No Branches * Member Federal Deposit Insurance Corp. and Federal Reserve System 
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Canada’s Patterns of 
Economic Growth 

Canada’s booming economy is ex- 
pected to result in a gross national 
product this year of about $26 billion, 
a new all-time record. New highs are 
being established in virtually every 
segment of the nation’s economy. 

An accompanying chart discloses 
how closely the robust Northern 
neighbor’s substantial gains in pro- 
ductivity parallel the similar progress 
made by the United States. It has 
raised the question whether the two 
economies are inextricably linked, or 
whether the similarity of movement in 
the business curves merely reflect the 
similarity of influences affecting both 
economies. 

Further gains in Canada’s produc- 
tivity can be anticipated from the up- 
ward revision of its plans for capital 
spending. It is now estimated that 
total expenditures for new plant and 
equipment will be about $6 billion in 
1955, the largest on record and more 
than 8 per cent above a year ago. 

Canadian banking and other publi- 
cations point out that the pattern of 
new records also carries over into such 
important economic indicators as con- 
sumer credit, personal savings, and 
automobile sales. 

The August “Business Review” of 
the Bank of Montreal pointed out 
that outstanding consumer credit had 
grown from $381 million in 1941 to 
$1,974 million at the end of 1954. The 
report stated that consumer credit has 
grown chiefly from the instalment 
buying of durable goods. Charge ac- 
counts have grown the least in the 
main categories of consumer credit, 
while cash loans have risen sharply in 
the past two years. 

The Weekly Bulletin of the Do- 
minion Bureau of Statistics for Sep- 
tember 16, 1955, pointed out that “The 
level of personal saving has risen in 
the first half of 1955, as advances in 
personal income have been larger than 
the increase in consumer outlays and 
personal direct taxes. The rate of sav- 
ing in the first six months of 1955 has 
amounted to about 9 percent of per- 
sonal disposable income, compared 
with about 7 percent in the first half 
of 1954.” 

In a detailed report on “The Cana- 
dian Market for Automobiles” the 
August “Monthly Review” of the Bank 
0: Nova Scotia pointed to the growth 
in consumer credit as playing an im- 
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Canada’s gains in productivity closely parallel those in U. S. 


portant part in the demand for auto- 
mobiles. The “Monthly Review” stated 
that “there has been a plentiful supply 
of funds to finance car purchases dur- 
ing the recent years of high sales. As 
long as present monetary conditions 
prevail, the supply of money for 
financing car sales seems assured. The 
ratio of automobile credit to consumer 
incomes is probably not out of line 
with what it has been for two years 
or more.” 
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Second Canadian Bank 
Merger Sanctioned 

The second Canadian bank merger 
of this year has been sanctioned by 
the Canadian government. The Im- 
perial Bank of Canada, founded in 
1875, and Barclays Bank (Canada), 
founded in 1929, will be merged on 
approval of shareholders at the annual 
meetings of those banks to be held in 
December at Toronto and Montreal 
respectively. 

The Imperial Bank of Canada oper- 
ates 255 branches throughout Canada 
and has total assets of over 760 mil- 
lion dollars. Barclays Bank (Canada) 
has six branches in Canada and assets 
of 40 million dollars. The merged bank 
will be known as the Imperial Bank 
of Canada. Barclays Bank (Canada) 
is wholly owned by the Barclays Bank 
group in Great Britain with 3,000 


branches in 42 countries. Imperial 
Bank of Canada will have the world- 
wide connections of the Barclays 
group in addition to its present bank 
connections throughout the world. 

The merger will be made on a basis 
of one share of Imperial Bank of 
Canada for one share of the new stock, 
and Barclays Bank (Canada) will re- 
ceive 120,000 shares of the new bank 
stock for the present 300,000 shares 
of Barclays Bank (Canada) stock. 

Imperial Bank of Canada officials 
will retain their present positions; R. 
S. Waldie as board chairman, L. S. 
Mackersy as president and John S. 
Proctor as vice-president and general 
manager. J.H.G.F. Vale, vice-president 
and general manager of Barclays 
Bank (Canada) will become a vice- 
president of the new Imperial Bank 
of Canada along with H. E. Sellers and 
Jules R. Timmins, Montreal financiers. 

The merger will lower the total 
number of Canadian banks from ten 
to nine, and the new bank will be sixth 
in size. 


- 8 oe 
The Possibilities of 
Modernization 


The striking differences between the 
old and the new after a bank com- 
pletes a modernization program are 
shown in the photos on page 78 of the 
recently remodeled quarters of two 
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“Before and after” photos of the interior of the Canadian Bank of Commerce branch, Port of Spain, Trinidad 


Two striking examples of what can be achieved through comprehensive branch modernizations 


Canadian bank branch offices. 

At Port of Spain, Trinidad, the 
Canadian Bank of Commerce in re- 
modelling its branch did away with 
old-fashioned teller cages. In their 
place there are modern new saw-tooth 
teller counters with low windows. The 
counters are faced with seasoned 
Canadian oak with a Formica top. The 
office has been air conditioned, a cold 
cathode system of lighting has been 
installed, paintings have been hung on 
pastel tinted walls, the staff work- 
ing space has been brightened and 
modernized with new desks and more 
mechanized equipment, and the ceiling 
has been acoustically treated. 

One of the older branches of the 
Bank of Nova Scotia, in the downtown 
part of Toronto, has been completely 


changed over. What was a two-story 
building, with rented offices above the 
street-level bank, has been trans- 
formed into a bank building with a 
banking room almost two stories high 
and a floor area three times that of 
the old branch. The branch now has 
a glass front that reaches almost from 
street-level to roof. A remittance 
wicket is included in the counter line 
to the right of the main entrance for 
quick counting of cash received, han- 
dling payrolls and other special work. 
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Story of Canada’s Currency 

How Canada’s currency has been 
developed since the early days of the 
settlement of the country is told in a 
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Bank oF MonrTREAL 


San Francisco--333 California Street 
Chicago: Special Representative’s Office, 141 West Jackson Blvd. 


New York--64 Wall Street 


650 BRANCHES ACROSS CANADA «+ 
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new 24-page booklet, “The Story of 
Canada’s Currency” published by the 
Bank of Canada. The booklet contains 
reproductions of the wampum, which 
served the Indians as money, of the 
playing card money in use during a 
large part of the French occupation 
of Canada, of the Hudson Bay Com- 
pany trading tokens, and of the early 
bank notes and coins. 

The booklet tells in detail how the 
various stages of the Canadian cur- 
rency developed with the settlement 
of the country. It describes the money 
problems of the early colonial govern- 
ments and what happened as Canada 
was gradually conquered by British 
forces. The war of 1812 between 
Canada and the United States brought 
paper money into being and marked 
the beginning of the present currency 
system. Not till 1858 was decimal cur- 
rency legalized, and when the various 
Canadian colonies joined together to 
form the Dominion of Canada in 1867, 
the control of currency became a fed- 
eral matter. A final chapter in the 
booklet deals with the present cur- 
rency and how counterfeit bills can be 
detected. 
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Investments Booklet 

The Bank of Montreal has issued a 
68-page booklet containing detailed 
information on outstanding funded 
loans and guarantees of the Canadian 
federal and provincial governments. In 
addition to listing all the various 
guaranteed loans the booklet also con- 
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tains a section on Canadian taxation 
by the federal and provincial govern- 
ments, data on security transfer taxes 
and a comparison of Canadian gov- 
ernment debts. The publication was 
designed for use by business execu- 


tives, municipal and estates officers 
and bond dealers. 
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Bank “College” for 
Staff Members 


The need for advanced training in 
banking and administration to meet 
the requirements of a large and grow- 
ing institution has caused the Cana- 
dian Bank of Commerce to purchase 
and convert a large house at Toronto 
into a “staff college.” The house is fur- 
nished with bedrooms for out-of-town 
student bankers, comfortable study 
rooms, and a lecture room in the base- 
ment. 

The new training center is in keep- 
ing with a long-standing practice of 
the bank, since it has been holding 
sessions for senior executives from its 
branches throughout Canada for sev- 
eral years at various other locations 
in the Toronto area. The new staff 
“college”’ will now accommodate the 
various senior and junior “students” 
and will provide them with restful 
surroundings for study after lecture 
periods. No meals are served at the 
house, but coffee breaks are handled 
by the housekeeping staff. 
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Illuminated Displays 


In the street-level windows of the 
Yonge and Queen Streets branch of 
the Imperial Bank of Canada, illumi- 
nated signs illustrating bank services. 
are now being utilized. The signs are 
brightly lit at night for passing 
crowds using the rapid-transit sub- 
Way entrance and exit at this corner. 
One sign is highlighted by a picture 
of the Eiffel Tower in Paris and fea- 
tures the bank’s travellers’ cheques. 
The other display stands in the 
savings department of the bank 
Within easy view of a window. It 


Attracts passing crowds 
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features home improvement loans and 
is illustrated by a modern ranch-type 
bungalow. Folders about the bank’s 
home improvement loans are con- 
veniently placed on the stand for 
customers of the savings department. 
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Personnel News 

R. L. Sheard, assistant manager of 
the main Montreal branch of the Bank 
of Montreal, has been appointed super- 
intendent for the western division of 
the bank, with headquarters at Mont- 


real. He succeeds Max Scott, who has 
retired on pension. R.H.E. Painter has 
been appointed assistant superinten- 
dent for the western division. 

T. R. Francis, senior assistant man- 
ager of the Edmonton branch of the 
Bank of Montreal, has been appointed 
assistant superintendent of branches 
of the Ontario division, with office 
at Toronto. C. H. Shiels, manager of 
the Port Arthur, Ontario, branch of 
the Bank of Montreal, has also been 
appointed an assistant superintendent 
of branches of the Ontario division 
at Toronto. 
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93 Years... 62 Branches 


an South and Central America, England, 
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Complete International Banking Service 












stack feed machine... 


NEW - FASTER « 
EASIER - Automatic! 





Destroys Old Papers 
and Records with 
No Hand Feeding 


The new "SILVER EXECUTIVE AUTOMATIC" Paper Shredder is the first 


feeds itself automatically! Shreds confidential 











papers, records, time cards into !/,” strips—in seconds. Machine is a 
typewriter-size, portable desk model with full !/, HP motor. Safe, easy to 
operate. Many sizes. Write today for details of 10-DAY FREE TRIAL. 


INDUSTRIAL SHREDDER & CUTTER CO. 





104 MILL STREET SALEM, OHIO 
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NEW BANKING QUARTERS across the nation! 


It’s a matter of pride with us, we have an 
enviable business franchise—our good 
reputation with the people for whom 
we have worked. We are grateful to 
these friends for the spontaneity with 
which they have commended our efforts; 
we hold such trusts in high regard. 


It takes coordinated planning by men 
who know banking problems to 
achieve the desired results. 


Contact us today. Your inquiry 




















eansenene will be welcome and receive 
AND prompt attention. 
All projects, from small CONSULTANTS 
interiors to complete multi- m 
million dollar programs, Offices: 1225 Vine St., Philadelphia 7, Pennsylvania 
receive the same particular 
consideration and care. 1052 West Sixth St., Los Angeles 17, California 
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THE BOOKLET COUNTER 








The Structure of the American 
Economy . .. Dr. Marcus Nadler, 
consulting economist of The Hanover 
Bank, New York City, says in this 
timely booklet that “a new type of 
capitalistic society is developing in 
this country with great promise for 


‘The Structure 
ofthe 
American 


“A new capitalistic society” 


the future, and that “the country is 
steadily becoming a nation of middle 
class people.” To show the nature of 


‘the new society that is forming, Dr. 


Nadler discusses the government’s 
present day place in business, the 
power of labor, the role of agriculture 
and the uniqueness of the American 
financial system. He then describes 
seven principal features of the new 
characteristics in the economy, and 
finally cites five conclusions to show 
that the consequences of the structural 
changes that have been taking place 
in the past three decades will have re- 
sults in the future even far more 
reaching in character. 


Philanthropic Foundations .. . 
This 32-page booklet contains a sum- 
mary of the findings reported in a new 
784-page edition of the book, “Ameri- 
can Foundations and Their Fields.” 
Information in the booklet was ex- 
cerpted from the larger survey of the 
some 4,162 philanthropic foundations 
in this country. The booklet discusses 
ve rious types of foundations and their 
ficlds of interest and gives a variety of 
st.itistical information. 


Executive Development Guide- 
sts . . . Why should psychological 
raisals of potential executives be 
1 ide? What are the goals of the exec- 
u' ve? These are two of seven “guide- 
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post” questions that are answered in 
detail in this offering. The other 
“guideposts” discussed are manage- 
ment responsibility, job analysis, suc- 
cess motivation, progress reports on 
individuals, and company “climate.” 
At a time of increasing interest in 
executive development on the part of 
banks and other financial organiza- 
tions, this booklet offering is an es- 
pecially timely one. 


Service Advertising . . . For the 
past several years the treasurer of a 
bank in Massachusetts has prepared 
monthly folders for distribution to 
customers. Each folder deals with some 
specific phase of banking, and fre- 
quently one of these “customer mem- 
orandums” creates so much interest 
that reprinting is necessary to fill the 
demand. This offering is made up of 
two such reprintings, one on “Mort- 
gage Refinancing,” and the other on 
“No Down Pay 25- and 30-year Loans.” 
Excellent examples of “service adver- 
tising’”’ which many other banks will 
want to examine. 


San Francisco—World City ... 
This 24-page, illustrated booklet will 
provide an excellent example for other 
banks and financial organizations con- 
templating the publication of a similar 
commemorative or industrial develop- 
ment booklet. The booklet was pre- 
pared by a bank in San Francisco to 
commemorate the tenth anniversary 
sessions held this year by the United 
Nations in San Francisco. It describes 
the cosmopolitan aspects of the city 
where the U.N. was founded, and tells 
how trade and commerce routes make 
it a world crossroads. 


White House Conference on Edu- 
cation ... Here is speech-making ma- 
terial for those banking and other 
financial institution officers who are 
active in the affairs of their commu- 
nities. It is a report by Neil McElroy, 





These booklets are available upon 
request, free of charge or obligation, 
under an arrangement whereby the 
requests are referred promplly to the 
producers. Simply address requests 
on bank or company lellerhead to 


Booklet Editor 
Burroughs Clearing House 
Detroit 32, Michigan 











chairman of the White House Con- 
ference on Education, and president, 
The Procter & Gamble Company. Mr. 
McElroy tells how the White House 
Conference on Education was organ- 
ized and how it will be conducted in 
the face of the crisis threatening 
American schools. He then discusses 
the various problems under study by 
the Conference: the building needs of 
schools, the supply of teachers, the 
financing of new schools, etc. 


The World of Tomorrow... This 
interesting U. S. Chamber of Com- 
merce booklet points out in its intro- 
duction that even the businessman 
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Business forecasting aid 


who has little faith in forecasts, nev- 
ertheless still makes decisions heavily 
surcharged with his own estimate of 
the future. Therefore, adds the intro- 
duction, the booklet was designed to 
help businessmen judge for themselves 
a little more clearly what lies ahead. 
The booklet’s facts deal with many 
factors in the economy ; the labor force, 
population, agriculture, and savings, 
investment, and consumer trends. 


Air-Tube Installations ... A fea- 
ture of this catalogue offering pre- 
pared by a large manufacturer of 
pneumatic tube systems is a section 
that shows how air tubes are used to 
connect the drive-in tellers’ stations of 
a bank with its other departments. 
The text and several photos show the 
details and explain the advantages of 
the system. The booklet also lists 
many other banks and financial organ- 
izations that use air-tube systems. 
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You’re looking at the new way to speed window service, eliminate errors, 
save hours of teller time. Here’s why: a single Burroughs Teller’s Machine 
provides ali the features necessary to do these transactions mechanically— Wherever There’s 


Banking There’s 





e Receipting e Validating 
@ Cash Control 
e Miscellaneous Adding or Deposit Accumulation 
But you’ll want to hear all the news—actually see these new complete-job 
teller’s machines in action. So call our nearest branch office right away for 


an on-the-spot demonstration of any of 5 moderately priced models. Or 
write directly to Burroughs Corporation, Detroit 32, Michigan. 
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COURT DECISIONS 








By FREDERICK C. FIECHTER. Jr. 


Member of the Bar of Pennsylvania and of Florida, 
and admitted to practice before the Supreme Court of the United States 


Check Forgery Liability 

Who must bear the loss as between 
the drawer who delivered the check to 
an imposter, and the defendant who 
cashed the check upon the imposter’s 
endorsement? The Supreme Court of 
New Hampshire recently decided that 
the policy in favor of the free circu- 
lation of commercial paper is a suffi- 
cient basis in the ordinary case for 
placing the loss on the drawer as the 
first victim of the imposter’s swindle, 
rather than on the second victim who 
was induced by the imposter to cash 
the check. 

Savings bank “A” drew a check for 
$4,500 on its bank of deposit, drawee 
bank “B.” The check was made pay- 
able to the savings bank depositor, 
Lillian S. Johnson, after the bank re- 
ceived a withdrawal order purportedly 
signed by her, but was actually forged. 
Three days later the forger again 
forged the payee’s signature, this 
time as endorser, and had the check 
paid and credited to his account by 
defendant bank “C.” The “C” bank 
guaranteed prior endorsements and 
forwarded the check to the Federal 
Reserve Bank of Boston for clearance 
to bank “B.” 

A year later the forger died and 
another year elapsed before it was dis- 
covered by all the banks that the with- 
drawal order and the endorsement of 
the check were forgeries. Depositor 
Johnson recovered from savings bank 
“A.” Drawee bank “B” reimbursed 
bank “A” and then instituted its ac- 
tion against bank “C”. The court said 
that bank “B” was estopped from as- 
serting any claim against bank “C” 
which could not be asserted against it 
by bank “A” because it stood in the 
shoes of bank “A”. 

There is a split authority on this 
subject, and some courts would con- 
tend that under the Uniform Negoti- 
able Instruments Law bank “C” had 
no title to the check because of the 
forgery and therefore was under a 
duty to reimburse bank “B”. The ma- 
jority view however, is that the im- 
poster’s endorsement in the name by 
Which the payee is described passes 
titie to the holder in due course and 
the loss falls on the drawer. 

While the court agreed with the 
majority view, it did not agree with 
the reason which is usually given; 


November, 1955 


namely, that the defrauded party “in- 
tends to deliver the instrument to the 
imposter although he is led by mistake 
to do so.” Instead, the court decided 
on the ground that the fundamental 
policy of negotiability is the real rea- 
son for placing the loss on the drawer. 
The... Bank of Hanover v.... Na- 
tional Bank, 115 A. 2d 316 (1955) 
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Overdraft Authority 


The treasurer of a credit union in 
California had no actual authority to 
use the credit union’s money for his 
own business, and had no ostensible 
authority to make overdrafts on the 
credit union’s account. Nevertheless, 
he presented for payment a draft on 
the account in excess of the amount 
the credit union had in the bank, and 








the bank paid without questioning his | 


authority. Later, a California district 
court of appeal held the bank could 
not recover the overdraft from the 
credit union. 

The amount involved was roughly 
$13,000.00. The money disappeared 
after the treasurer of the credit union 
withdrew cash in the amount of $30,- 
000.00 for his own business of cash- 
ing paychecks, and was robbed of the 
$30,000.00. The bank knew that he 
intended to use the $30,000.00 for 
cashing paychecks. However, the bank 
made no inquiry as to his authority 
to use it for that purpose, and did 
not know that he had been specifi- 
cally directed not to use it for that 
purpose by his employer. The check 
he used to make the withdrawal was 
unnumbered, was postdated, and the 
amount was in excess of the balance of 
the deposit. 

The court found that neither the 
lack of a number nor the postdating 
had any significance under the cir- 
cumstances, but that the overdraft 
was a loan by the bank to its depositor. 
Accordingly, the principal, the em- 
ployer of the treasurer, had not au- 
thorized him to make loans, nor was 
there anything in the language of the 
California banking law giving the 
bank the right to assume that he was 
authorized to borrow money for his 
employer. 

Theretofore, the treasurer’s habit 
was to leave an unnumbered postdated 
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WHY PASS UP EXTRA COMMISSIONS? 


Leading passbook manufacturer now has 
several 


territories open for aggressive 
men calling on banks to sell all types of 


passbooks and pocket check covers. Com 
mission basis 

WILLIAM EXLINE INC. 
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check and then when he had the pay- 
checks which he had cashed in hand, 
he would deposit them and pick up his 
post-dated check, which would not 
have been entered in the bank’s rec- 
ords. Never before was there an over- 
draft shown on the employer’s bank 
statement. This program started at 
$5,000.00 and finally worked up to 
$30,000.00, which was the applicable 
figure for six months before the rob- 
bery. The credit union did not know 
its money or credit was being used in 
any way by the check-cashing busi- 
ness. 

Concluded the court: “Even if the 
evidence were otherwise sufficient to 
support a judgment based on Alden’s 
ostensible authority to overdraw En- 
esco’s account, the bank was negli- 
gent in failing to heed the “stop, look 
and listen” warning when Alden re- 
quested that his checks upon Enesco’s 
account be held without entry and re- 
turned to him.” 

- - - National Bank v. Enesco Fed. 
Credit Un., 285 P. 2d 737 (1955) 
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Bearer Check 


The Louisiana Court of Appeal re- 
cently held that a check made payable 
to the bank on which it was drawn 
was payable to bearer since the bank 
named as the payee was not intended 
to have any interest in the check and 
that actually there existed no basis for 
the bank having any interest in the 
check. 

Under an amendment of the nego- 
tiable instruments law, the Louisiana 
statute provides that an instrument 
is payable to bearer “when it is pay- 
able to the order of a fictitious or non- 
existing or living person not intended 
to have any interest in it, and such 
fact is known to the person making 
it so payable, or known to his em- 
ployee or other agent who supplies 
the name of such payee. * * *” 

The action was by a fidelity surety 
of an employee against the bank and 
its insurer to recover the amount paid 
by the fidelity company to the em- 
ployer for the employee’s defalcation. 
The employee by getting access to a 
signature machine had taken more 
than $26,000.00 from his employer 
over a period of eighteen months. All 
of the checks were drawn on the same 
bank and made payable to that bank, 
but cashed by the dishonest employee 
who presented them, 

The fidelity company’s contention 
was that the instrument was payable 
to order under that section of the 
code which says that it is payable to 
order when drawn payable to the order 
of the drawee. The bank contended 
that the check was payable to bearer 
since it was payable to the order of a 


person who was not intended to have 
any interest in it, which fact was 
known to the dishonest employee who 
presented it. 

It should be remembered that the 
Louisiana courts operate under the 
civil law, (derived from the Code 
Napoleon) rather than under the com- 
mon law under which most ‘of the 48 
states operate. 

Fidelity & Casualty Company of N. Y. 
v. U. S. Fidelity & Guaranty Co., et al., 
81 So.2d 576 (1955). 
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Power to Act as Co-Trustee 


A national bank domiciled in an- 
other state may act as a trustee of a 
trust where all the trust property is 
located in Alabama, according to that 
state’s Supreme Court. 

Although the National Banking 
Act, under which national banks are 
created, does not include any authority 
to act in a fiduciary capacity, the Fed- 
eral Reserve Act as amended confers 
upon the Board of Governors of the 
Federal Reserve System the power 
and authority to grant by special per- 
mit to national banks the authority to 
act in a fiduciary capacity when not in 
contravention of state law. 

Under the instrument in question, 
the settlor created a trust naming his 
son as co-trustee with an Alabama 
bank of a trust for that son’s chil- 
dren. The co-trustee removed the Ala- 
bama bank and substituted a Tennes- 
see bank. The Alabama bank filed a 
suit to determine whether it had been 
effectively removed as co-trustee. 

The Supreme Court of the United 
States has said that where state laws 
permit trust companies which compete 
with national banks to exercise fidu- 
ciary powers, the national banks in 
those states may exercise equal fiduci- 
ary powers. 

The enabling legislation in the Fed- 
eral Reserve Act reads: “The Board 
of Governors of the Federal Reserve 
System shall be authorized and em- 
powered: To grant by special permit 
to national banks applying therefor, 
when not in contravention of State or 
local law, the right to act as trustee, 
executor, administrator, registrar of 
stocks and bonds, guardian of estates, 
assignee, receiver, committee of es- 
tates of lunatics, or in any other fidu- 
ciary capacity in which State banks, 
trust companies, or other corporations 
which come into competition with na- 
tional banks are permitted to act 
under the laws of the State in which 
the national bank is located. 

“Whenever the laws of such State 
authorize or permit the exercise of 
any or all of the foregoing powers by 
State banks, trust companies, or other 
corporations which compete with na- 
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tional banks, the granting to and the 
exercise of such powers by national 
banks shall not be deemed to be in con- 
travention of State or local law within 
the meaning of this chapter.” 

The Alabama bank contended that 
no language in this Act specifically 
authorized the national bank to act 
outside of the state of its domicile, and 
therefore it could not act beyond its 
express authorization. 
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e individual co-trustee and the Delivery chute type. Coins delivered di- 


Tennessee bank contended that the rect to customer upon depression of a 
acts involved here were within the single key. 

words “such incidental powers as shall 
be necessary to carry on the business 
of banking’ as found in the National 
Banking Act provided the necessary 
authority. 

The Alabama Supreme Court held 
that (1) since a national bank domo- 
ciled in Tennessee has the same au- 
thority to act as a trustee as do com- 
peting Tennessee state banks, (2) 
since the Tennessee law permitted 
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Tennessee state banks to act outside of MODEL 150 

Tennessee, and (3) since the Alabama BRANDT AUTOMATIC CASHIER M4 

law permits foreign banks to act as Trap door type. Coins delivered to cus- experience 
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. of a single key. 
Tennessee national bank may act as a 


trustee in Alabama. Ellen Gregg In- 
galls v. Robert I. Ingalls, Jr. Co-Trus- 
tee at al., 81 So. 2d 610 (1955). 
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its domestic counterpart, is primarily 
conducted for profit. And, the figures MODEL SL — BRANDT 
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Thus in 1954, total earnings from struction permitting quick, easy access cuaiter deitaaban af eatin aa a 
U.S. investments abroad reached an oo many ef The werteny gare. effort. Hand operated machine is also 
all-time record of $2.8 billion, or available. 
nearly triple the return in 1946. All 
but $300 million of this represented 
earnings for private investors. The 
profits on direct investments by cor- . . # 
porations represented a return of Our long experience in the manufacture of coin handling 
about 13 per cent. equipment, dating back to the year 1890, has permitted us 


The important conclusion is that 
profits now appear to be attractive 
enough to induce a substantial flow 
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ital abroad and reinvesting their earn- 
ings from previous investment abroad 
at about twice the rate of loans made | : 
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terprises. It has also been heavily 
centered in Canada and some countries 
in Latin America and in the Middle 
East. 

One problem has been for U.S. in- 
vestors to obtain reliable and complete 
information on opportunities abroad. 
In turn, public and private interests 
in other countries find it difficult to 
get word of investment possibilities to 
U.S. capital sources. 

A primary purpose of the Inter- 
American Investment Conference, 
held earlier in the year in New Or- 
leans, was to bring these two groups 
together. Here some 1,000 business- 
men from 25 countries of the Western 





Hemisphere met to explore what could 
be done to start more private capital 
moving southward from the U.S. The 
conference was conducted in such a 
way as to provide every opportunity 
for the U.S. investor interested in 
foreign possibilities to canvass the 
situation in Latin America country- 
by-country, either in general terms 
or in terms of a particular type of 
investment; and to enable Latin 
American participants to put pro- 
posals personally before U.S. business- 
men and financiers. Part of the formal 
program was reserved for separate 
meetings by each Latin American 
country, so that U.S. investors could 
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attend according to their specialized 


interests. Also, each Latin country 
was given a headquarters office in 
which to confer with U.S. participants. 
An Investment Opportunity Service 
was operated during the conference, 
as a central information bureau. 

The most significant outgrowth of 
the conference was the unanimous 
agreement that the forces set in mo- 
tion there should be continued. Thus 
the Investment Opportunity Service 
has now been established as one of 
the regular activities of International 
House in New Orleans, and _ re- 
designated as the Inter-American In- 
vestment Opportunity Service with 
E. O. Jewell as director. Also, or- 
ganizations have been set up in the 
Latin American countries to serve as 
official links between the International 
House function and their own business 
communities. 

The Inter-American Investment Op- 
portunity Service, in cooperation with 
the participating organizations, main- 
tains master files of Latin American 
proposals, and of North American in- 
vestors listed according to the fields 
of investment in which they have ex- 
pressed interest. Full details are 
passed along to prospective investors, 
and from there on it’s up to the two 
parties to complete the link. And, be- 
sides acting as an investment clearing 
house on this individual basis, the 
service issues lists every two weeks, 
covering all the latest proposals from 
both the U.S. and Latin America. In 
the first three months of operation, 
the list of Latin American suggestions 
grew to 600, and the list of Americans 
indicating an interest totaled 1,500. 


PRIVATE firm, the Inter-Ameri- 

can Investment Company, has been 
organized in Houston, Texas, to func- 
tion in a capacity similar to the New 
Orleans service. Louis A. Ehlers, Jr., 
member of the family long active in 
finance, real estate and insurance, is 
president of the company. It claims 
these advantages: files of investment 
possibilities, a security clearance from 
the State Department, knowledge of 
the investment business, and connec- 
tions in Latin America. U. S. busi- 
nessmen are said to have its repre- 
sentatives looking into investments 
aggregating $500,000 to $1,000,000 on 
each of several projects, such as oil 
pipelines and plastic manufacturing. 
Prospects listed by the company in- 
clude dairy and cattle operations in 
Nicaragua, a sewing machine assem- 
bly plant in Mexico, and many munic- 
ipal or private power projects. 

One of the noteworthy factors be- 
hind the upsurge of interest in for- 
eign investments is exemplified in the 
decision to move in that direction 
made by Chesapeake Industries, Inc., 
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a holding company that has come back 
fast since 1951 and now has nine 
subsidiaries including Colonial Trust 
Company in New York City. President 
William C. MacMillen recently noted 
that with “everybody diversifying,” 
competition for the purchase of do- 
mestic companies is becoming more 
and more intense, and bargains harder 
to locate. At the same time, he believes 
that there are still great opportunities 
abroad, and that Chesapeake’s acqui- 
sition of Colonial Trust with its ex- 
tensive foreign business will help to 
provide up-to-the-minute information 
on them. President MacMillen has 
further stated: “We feel foreign ex- 
pansion is attractive because the prof- 
its are ordinarily higher than in 
domestic business and because the 
assistance the Government is prepar- 
ing to give companies in foreign trade 
will substantially reduce the risks in- 
volved.” 


N THE latter connection, Interna- 

tional Cooperation Administration 
can now guarantee direct investments 
abroad against expropriation or incon- 
vertibility of currency. Many think 
that considerable further impetus will 
result if Congress passes initiated 
legislation granting a 14 per cent 
lower tax rate on corporate business 
income earned abroad; this tax relief 
incentive has been available since 1942 
on U.S. corporate income earned in the 
Western Hemisphere, and the new 
legislation would extend this to other 
parts of the world. A similar measure 
was deleted from last year’s tax bill, 
but has been reintroduced and is 
recommended by Treasury Secretary 
Humphrey. The main problem _ in- 
volved seems to be in defining “for- 
eign business income”; for example, 
whether it should be limited to earn- 
ings derived from business activity 
actually conducted abroad, or include 
income from products made in the 
U.S. and merely sold for delivery 
abroad. At any rate, groups such as 
the National Foreign Trade Council 
are strongly supporting the bill (H.R. 
7725), and one spokesman has esti- 
mated that over 100 American firms 
are ready with plans to set up plants 
abroad if and when the 14 per cent 
tax rate reduction is authorized. 

There have also been unofficial pro- 
posals to extend similar incentives to 
encourage individual investors. Thus 
there are suggestions that the guar- 
antees of International Cooperation 
Administration against overseas in- 
vestment hazards be extended to for- 
eign securities held by U.S. investment 
trusts. The Treasury has also been 
asked to give special tax concessions 
to the trusts containing foreign secu- 
rities, 

Even without any such official en- 
couragement, there has been consider- 
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able “scratching around” in the for- 
eign trust or securities field in recent 
months. One onlooker comments: 
“Probably not since the ’20s has there 
been such interest on Wall Street in 
foreign securities and ways of ped- 
dling them.” He adds that much of 
the interest is based upon efforts to 
avoid the capital gains tax, that being 
the special attraction of American- 
sponsored investment trusts set up in 
Canada in the past year and also of 
similar trusts operating in Tangier, 
Panama, and other distant spots. 


N THE pessimistic side, there are 

those who contend that all this 
new activity hinges on a favorable 
stock market in the U.S., and that if 
the market has a real downturn much 
of the current flurry will prove to be of 
the bubble variety. They base this 
view on the past experience that it 
has been difficult to sell even high- 
grade Canadian securities on a falling 
market, and they anticipate that secu- 
rities representing investments abroad 
would be likely to be even more ad- 
versely affected. 


Nevertheless, here are some of the 
latest evidences that investment bank- 
ers and others are on the move in 
this field: 

A foremost development has been 
the organizing of the Transoceanic 
Development Corp. Ltd., an _ inter- 
national investment that will function 
as a private world bank — buying 
equity shares in foreign enterprises 
and providing risk capital to ventures 
outside the U.S. and Canada. Trans- 
oceanic is jointly sponsored by Kuhn, 
Loeb & Co., First Boston Corporation 
and S. G. Warburg & Co. Ltd. of 
London. Participating members _in- 
clude about a dozen American banking 
and brokerage firms, an equal number 
of British and Continental financial 
institutions (among them, Credit 
Suisse, Amsterdamsche Bank, and 
Deutsche Bank Group), and a Cana- 
dian bank. While the initial $10 mil- 
lion capital is small compared to 
Transoceanic’s potential operation, it 
is explained that this will permit the 
new institution to scan the field with- 
out tying up a lot of cash at the out- 
set. Later it is expected that the par- 
ticipants will invest many times the 
original capitalization in the business. 
The announced objective of the new 
private world bank is simply this: 
to make money. 

Lehman Brothers and Lazard Fre- 
res & Co. have purchased an interest 
in Banca di Credito Finanziario, better 
known as Mediobanca, of Milan, Italy. 
It was formed in 1946 to provide 
medium-term credit and underwrite 
the public issue of securities, and 
ownership has been shared by three 
Italian commercial banks: Banca Com- 


mercial Italiana, Credito Italiano, and 
Banco di Roma. The two American 
firms plan to cooperate actively with 
Mediobanca in the field of investment 
banking, and expect to increase the 
participation of U. S. capital in Italian 
industries. 


An International Investors Inc. is 
sdon to be launched as a trust that 
will invest in the “blue chips of the 
world,” in the category of Unilever, 
Imperial Chemical Industries, Bayer, 
etc. 

An investment banking operation is 
said to be “in the works” with the 
backing of The Chase Bank, inter- 
national affiliate of the Chase Man- 
hattan Bank, New York City. A Cana- 
dian corporation has already been 
formed for the purpose of financing 
new enterprises both in that country 
and abroad. 

The Inter-American Capital Corp. 
has been formed to provide funds for 
South American enterprises; it has 
been called the “brainchild” of Ru- 
dolpf S. Hecht, New Orleans shipper 
and financier, former president of the 
American Bankers Association, and 
chairman of International House. 

International Resources Fund, a new 
West Coast mutual fund, is being 
organized with $20 million capital, 
obtained partly as a merger of two 
older funds and partly by an under- 
writing managed by Kidder, Peabody 
& Co. It reportedly plans to keep at 
least half of its portfolio in foreign 
securities, and in its U.S. stock pur- 
chases to emphasize firms that have 
large-scale international holdings. 

While much of the revived invest- 
ment activity in the foreign field has 
thus been sparked by trusts or inter- 
national banking firms, individuals 
also appear to have a new eagerness 
to put money into the securities of 
overseas enterprises, particularly the 
large European corporations. The 
Commerce Department has noted that 
Americans last year bought $100 mil- 
lion of European corporate stocks, and 
another $55 million in the first half 
of this year. British, Dutch and Ger- 
man issues are said to be the most 
popular at this time. 


OST of the U.S. purchases are 
channeled through a few broker- 
age houses that specialize in handling 
such transactions. Among the most ac- 
tive are Salomon Bros. & Hutzler; 
White, Weld & Co.; Model, Roland & 
Stone; Burnham & Co.; Bache & Co.; 
and the New York Hanseatic Corp. 
American investors apparently have 
been impressed by Europe’s increased 
prosperity, and consider that the 
shares of some of the leading over- 
seas firms are comparatively under- 
valued. It has been pointed out that 
as of a recent date, 30 prominent in- 
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dustrial stocks comprising a British 
index were selling for about 7% times 
earnings, while the 30 stocks used in 
the Dow-Jones industrial average were 
selling for 1314 times their earnings 
for the year ended June 30. 

One handicap is the dearth of in- 
formation available to U.S. investors 
on most foreign enterprises. Another 
is the complexities involved, including 
the inconvenience of collecting divi- 
dends through the coupons attached 


to “bearer” certificates commonly 
issued by European firms. 
In the latter connection, Irving 


Trust Company in New York City 
now proposes to make wider use of 
a plan that simplifies the investment 
process. It involves the issuing by 
Irving of American Depository Re- 
ceipts against shares of leading Brit- 
ish, Dutch and South African firms. 
The shares do not reach the U.S. 
investor, but stand behind the receipts 
deposited with Irving Trust’s agents 
in London and Amsterdam. U.S. in- 
vestors are able to buy and sell the 
receipts quickly and easily for dollars; 
Irving collects, converts and remits 
dividends. 

The plan of issuing A.D.R.’s has 
been in operation on a varying scale 
at Irving, Guaranty Trust Company, 
and some of the other Manhattan 
banks for a number of years, but now 
Irving has broadened it somewhat. The 
current program calls for issuing re- 
ceipts against the securities of some 
35 different foreign corporations, with 
a still further expansion contemplated 
in the future. 


HE FACT is that U.S. banks gen- 

erally, in a variety of ways, are 
now busy building up their foreign 
business as never before. This is seen 
in the growing number of overseas 
branches, the mounting foreign loan 
and deposit totals, the setting up or 
enlarging of foreign departments, and 
the widening network of connections 
with foreign correspondent banks. 

Typical was the recent action of 
the First Wisconsin National Bank, 
Milwaukee, in setting up a foreign 
banking division under a new vice- 
president, Herbert A. Spiess, former 
president of an overseas trading cor- 
poration. The bank has had a small 
foreign department for many years, 
working largely through correspond- 
ents, but the expanded division is 
now busy opening direct banking con- 
tacts with key banking’ centers 
throughout the world. 

Also indicative of the trend, the 
First National City Bank of New 
York in September acquired the Bank 
of Monrovia, Liberia, and in October 
opened in Beirut, Lebanon, its 60th 
overseas branch; earlier this year it 
established a branch in Cairo, Egypt, 
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" A pleasure to operate ... 
constantly displaying it to 
many interested people". 
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President, 
Bank of Highland Park, 
Highland Park, Ill. 


THE ABOVE extract from a 
letter by the president of the 
bank in one of Chicago’s ex- 
clusive North Shore suburbs 
is typical of many reports, 
recently received, on the op- 
eration and the publicity value 
of our electrically-operated, 
push-button controlled bank 
vault entrance. Here are @ 


few others: 
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"Receives high praise from 
all who view it. We are 


thoroughly elated to h a fe 
ave 

the only electrically- ect, OF 5 nav? ta 

Operated vault entrance oti pets ire hode™ 

in this locality." oust eee 208 


M. O. DeJarnett, President 
The Paducah Bank, “7 
Paducah, Ky. 


Within the past year this modern equipment has been installed by banks, 
large and small, in every section of the U. S. A. If you would like to see 
the Herring « Halle Marvin 5-Star Vault Entrance in operation—and you 
really have to see it to believe it—we can arrange a demonstration in a bank 
not too fat from your city. Just write us, or call our nearest branch office. 


HERRING - HALL ¢ MARVIN SAFE COMPANY 
Hamilton, Ohio + BUILDERS OF THE U. S. SILVER STORAGE VAULTS AT WEST POINT 
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NEW ZEALAND 


Over the past 89 years THE 
COMMERCIAL BANK OF AUSTRALIA 
LIMITED has gathered a completely 
comprehensive knowledge of economic 
and financial conditions in these two 
greatly expanding nations. 


700 Offices throughout Australia 
and New Zealand provide up to date 
information on the local outlook and 
offer facilities for every type of 
transaction. 


THE COMMERCIAL BANK 





OF AUSTRALIA LIMITED 


FOUNDED 1866 





Head Office: 335-7-9 Collins Street, 
MELBOURNE, AUSTRALIA, 


Chief New Zealand Office: 




















328-330 Lambton Quay, WELLINGTON. 
PECO PLUS 
Me twitbaf BANK 
CHIME PROTECTION 
CLOCKS 
SINCE 1908 DEVICES 











(CO PECO—McClintock Chime Clock 
GOOD WILL ADVERTISING AT ITS BEST 
( PECO—Grade ‘'A‘' Vault Aiarm 
PROTECTING BANKS FOR 49 YEARS 
[] PECO—Automatic Vault Ventilator 
PROTECTS LIVES FROM LOCK-IN 
(CO PECO—Nite-N-Day Depository 
A PROFITABLE COMMERCIAL SERVICE 
() PECO—Envelope Depository 
24-HOUR GOOD WILL SERVICE 
Oo ees Auto Banker 
LIGHTNING CURB SERVICE 
C) PECO—Drive- 3 Bagong + 
LVE PARKING PROBLEMS 
() PECO—Walk- Py Wickets 
HIGHLY APPRECIATED PEDESTRIAN SERVICE 
[] PECO—Automatic Hydraulic Sewer Valve 
PROTECTS RECORDS AGAINST FLASH FLOODS 
[) Vault Doors 


() Safe Deposit Boxes 


PROTECTION EQUIPMENT 
COMPANY, INC. 
2922 Emerson Avenue South 
Lake Street Branch P.O. Box 96 
Minneapolis 8, Minnesota 


Without obligation, please send me full in- 
formation on the items checked above. 


Signed 
City 


(OFFICER) 
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the first American banking office on 
the African continent. In all, the bank 
now has branches in 21 foreign coun- 
tries. 

Last month, Chase Manhattan Bank 
pushed its foreign branch total to 18 
with a new office in Beirut, Lebanon. 
Since 1950, Chase’s deposits in over- 
seas branches have jumped from $262 
million to $448 million, or better than 
a 70 per cent increase. 

Bank of America (International) 
opened a branch in Singapore this 
year, and last month made it an even 
dozen with a Paris office. Also in 
October, Manufacturers Trust Com- 
pany, New York City, opened an office 
in Rome, Italy. 

The big U.S. banks have likewise 
been more active in the extension of 
short- and medium-term credits, apart 
from World Bank participations. This 
summer Bank of America loaned $30 
million to Israel; another $30 million 
was loaned to Spain by three New 
York banks — Chase Manhattan, First 
National City, Manufacturers Trust— 
and the World Commerce Corporation. 

Still another indicator of increased 
interest is the expansion of the Bank- 
ers Association for Foreign Trade, 
which includes only banks that have 
foreign departments. Organized in 
1921 with a roster of only 10 mem- 
bers, the association now includes 112 
banks from 24 states, the District of 
Columbia, Hawaii and Puerto Rico. 

The expansion of U.S. banks abroad 
has many advantages to business and 
to individuals. Broadened contacts 
and facilities mean better financing 
of exporters and importers, more in- 
formation for American investors in- 
terested in foreign ventures, improved 
credit service for travelers. 

While both foreign banking and in- 
vesting appear to be on the move, 
after absorbing successive setbacks 
from the depression of the 1930’s and 


World War II, it is recognized that 
much remains to be done in many 
countries to improve the climate for 
U.S. investors and financing institu- 
tions. 

Underscoring this is a _ realistic 
statement from Russell G. Smith, Bank 
of America executive vice-president 
who heads its international banking 
department. He remarks: “On my re- 
cent trips around the world I ob- 
served an increasing trend of interest 
by U.S. corporate investors ... This 
trend would be more impressive if 
there were not so many things hap- 
pening from time to time which tend 
to discourage private investors, even 
in some countries which seek to at- 
tract private investment. Sometimes 
public speeches are made and laws 
enacted which tend to discourage the 
prospective investor. Without doubt 
the flow of private capital into coun- 
tries which need economic develop- 
ment is very important, but it will 
continue to trickle slowly until the 
newer countries recover from the first 
nationalistic effects of independence.” 

There are many positive approaches 
or techniques that such nations can 
use in attracting additional U.S. cap- 
ital. It has been demonstrated that 
low tax structures alone are not all- 
persuasive. One authority has stated 
that the most promising markets for 
future U.S. overseas investment lie 
in those countries where there have 
been added other inducements: ab- 
sence of foreign exchange regulations, 
unlimited transfer of funds, liberal 
depreciation allowances, no dividend 
or remittance levies, easy formation of 
corporations, and similar beguiling 
lures. 

Primarily, though, as long as the 
profit outlook appears bright, the 
prospect is that the overall trend 
toward expanded foreign loans and 
investments will continue. 


ADVERTISING ADMINISTRATION 


CONTINUED FROM PAGE 39 
is an important factor, and its lack 
sometimes necessitates a switch to an- 
other medium. 

When the final figures have been 
reached for the proposed program 
they are reduced to the form of a 
tentative budget. This budget is pre- 
pared in detail, according to media, 
which are divided geographically and 
scheduled chronologically. It shows 
also the allocation of proposed expend- 
itures among the several major de- 
partments for which advertising is 
conducted, as well as the distribution 


of expenditures through the two ad- 
vertising agencies employed by the 
bank and the advertising department 
itself. 

The proposed budget is then ready 
for submission to Vice-President 
Richard D. Brigham, who in turn 
submits it to Mr. Hoover and the 
executive committee for consideration. 

The proposed budget may be re- 
turned to me with instructions to 
modify it. It then becomes necessary 
to eliminate or add certain features. 
When the executive committee finally 
approves the proposed budget, it 
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serves not only as authority but as a 
guide for the entire year’s operations. 
However, there is some leeway for 
flexibility in that it contains reserves 
for contingencies. 

To be successful the budget must 
be definite but not rigid. It is our 
practice not to guess, but actually 
figure every item of expense to the 
nearest dollar on the basis of actual 
rates and known costs. If an estimate 
becomes necessary it is arrived at 
only after very careful consideration. 
Sometimes it is figured in several 
ways. 

On the other hand, there must be 
adequate unallocated reserves to take 
care of many situations that cannot 
be foreseen at the beginning of the 
year. These may include the opening 
of additional offices, new services, 
changes in emphasis or policy. In ad- 
dition, special reserves should be set 
up to provide for increases in rates 
above those used in computing the 
budget. 


HE major media used in this year’s 

program include newspapers, radio, 
television, outdoor and direct mail. 
Transit advertising also is employed 
from time to time. Other media used 
include folders, leaflets and booklets, 
banking publications, calendars, mag- 
azines, other publications (such as 
programs and year books), directory 
listings, posters and placards, window 
and lobby displays, minor media and 
miscellaneous (such as match books 
and other give-away items). 

In addition, there is provision in 
the budget for the art and mechanical 
expenditures involved in producing 
advertisements, for the maintenance 
of illuminated signs, and for publicity 
expense. 

Because of the technical nature of 
advertising and publicity, and the 
many factors involved, the preparation 
and release of advertising and pub- 
licity material must be centralized. 
For that reason, all advertising and 
publicity for the bank originate with 
or are channeled through our adver- 
tising department. 

The work of our advertising staff 
is supplemented by the two advertis- 
ing agencies we employ. There is 
frequent, almost daily, contact with 
them. Their primary function is to 
collaborate in the planning and pro- 
duction of advertising, to handle the 
many and complex mechanical factors 
involved in advertising production, to 
contract for advertising space and 
time in behalf of the bank, to central- 
ize the billing, and, in general, to act 
as counselors and teammates in the 
advertising operation. 

The agencies create most of the 
hewspaper, magazine, outdoor, radio, 
television and transit advertising. 
Our advertising department creates 
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to the man in the street 


LAMSON 








A Lamson Airtube System provides an actual physical exten- 
sion of your banking facilities to any island booth in a parking 
area, or to any curb-side teller’s cage. 

In general practice Airtube lines connect cages with cen- 
tral banking areas. Material such as loan payments, savings 
books, or checks for signature verification is placed in the 
Airtube carrier and whisked to the proper department at 30 
feet per second. Airtube service between cages and depart- 
ments enables customers in cars to obtain every normal 
banking service with maximum convenience. 


Discover how a simple Lamson Airtube 
System can save you time, manpower and 
money. MAIL THIS COUPON TODAY! 





Lamson Corporation 
3531 Lamson Street, Syracuse 1, N. Y. 
Please send me a free copy of “On Target” which 
will give me complete information on Lamson 
Plant P Airtube Systems. 
ants in yracuse NAME 
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THE NIPPON 


KANGYD BANK 


LIMITED 








WHEREVER MONEY 
IS WRAPPED 


AUTO-WRAP 
CURRENCY BANDS 


.@ Quickest, easiest way to 
wrap and count currency. In 
ABA color and style. Requires 
no moistening or sealing. 









#101—$100 Ones, Blue ink 
#102 — $200 Twos, Green ink 
#105 — $500 Fives, Red ink 


#110— $1000 Tens, Orange ink 
#120 — $2000 Twenties, Violet ink 
#150 — $5000 Fifties, Brown ink 


Write today for colorful catalog. 


‘STANDARD PAPER GOODS MFG.CO. 


WORCESTER 8, MASS. 
A Complete Line of Money Wrappers 













practically all the direct mail advertis- 
ing, folders and booklets, posters and 
placards, window and lobby displays, 
and miscellaneous material. 

Our advertising department re- 
ceives what is said to be the largest 
volume of bills in the bank. All bills 
are submitted in duplicate. As they 
reach the department, they are double- 
checked for accuracy and allocated to 
the proper expense account. The 
original invoices, after approval, are 
sent to the controller’s department for 
payment while the duplicates are 
posted by one of the members of the 
advertising department to each of two 
sets of budget control records. One 
set is arranged according to adver- 
tising media in 19 classifications. The 
other is arranged according to func- 
tion, such as checking accounts and 
savings accounts, and contains 30 
classifications. These records are 
proved monthly against each other and 
with the records of the controller’s 
department. Since the advertising de- 
partment records are on a budget- 
year basis and those of the controller 
are on a calendar-year basis it is 
necessary to reconcile the two accounts 
monthly so that they balance. By 
means of these records, we can im- 
mediately determine at any time our 
disbursements for the department to 
date and the amount of unexpected 
budget funds. 

Although meticulous care is taken in 
estimating the effect of every possible 
development, it is impossible to pre- 
pare a budget that will require no 
changes whatever during the year. 
Switches between media are inevitable, 
as are differences between estimated 
and actual costs. For that reason, we 
maintain a central budget control 
record designed to keep track of devi- 
ations from the budget. If there is a 
credit balance it can be used for 
budget reserve purposes; if there is 
a debit balance it is charged at the end 
of the year against unallocated budget 
reserves. 


UR method of budget control rec- 
ords is essentially so simple it 
could be adapted to any bank. We be- 
lieve that every advertising program 
should have a definite budget, but it is 
of little value unless expenditures can 
be controlled through the maintenance 
of proper records. Even if the budget 
is a small one, a record of expenditures 
should be maintained for budget con- 
trol purposes. For the small bank or 
one-man advertising department, one 
set of expense records should be suffi- 
cient, arranged according to media, or 
perhaps by departments, depending 
upon the way the bank prefers to set 
up its budget. In our operations, we 
budget according to media. 
In addition, we recommend that 
permanent records of files be kept of 





all advertising material. Scrap books 
would serve in most cases, with adver- 
tising arranged according to media, 
publicity releases and direct mail ar- 
ranged chronologically. These perma- 
nent records are valuable for legal and 
historical reasons, and should be kept 
so they can be located readily for refer- 
ence when preparing new material. 
Some of our records in this category 
go back to 1932. 


HE question of what expenditures 

should be charged to the advertis- 
ing appropriation is often raised in 
bank advertising departments. Over 
the years we have developed a clear-cut 
understanding of what should consti- 
tute proper advertising expense, and 
the classification of items that should 
not be charged to advertising, which 
has been incorporated in our Manual 
of Operations. 

We believe that advertising should 
be charged only with those expendi- 
tures that directly promote the busi- 
ness or the reputation of the bank 
through the use of recognized adver- 
tising media freely selected for pro- 
grammed purposes. 

On the other hand, when expendi- 
tures of a non-advertising type are 
charged to the advertising appropri- 
ation, it imposes an unfair burden on 
the advertising department. Among 
the items listed in our Manual that 
should not be charged to advertising 
are those of an operating nature, such 
as interest and holiday announce- 
ments; classified ads for help wanted; 
directional signs; donations to chari- 
table organizations; employees’ ath- 
letic and recreational expense; enter- 
tainment of customers and prospects; 
legal advertising; signs for identifi- 
cation purposes; staff magazine ex- 
pense; tickets purchased for good will; 
window lettering and the like. 

Another problem encountered, par- 
ticularly in branch banking, is how to 
apportion advertising costs fairly 
among the various offices benefited. 
In general, it is our practice to charge 
each office for the cost of advertising 
specifically benefiting it. However, it 
is often difficult or impossible to break 
down the cost of advertising benefit- 
ing a regional group of offices or 
benefiting the system as a whole. In 
such cases, expenditures are charged 
to one of several interim accounts, the 
totals of which are monthly broken 
down by the controller’s department 
and charged to each component office 
in proportion to its deposits. 

Some beginnings have been made in 
the scientific measurement of some 
forms of advertising and whenever 
possible we have used them, but, 
broadly speaking, the best assurance 
of preparing an effective advertise- 
ment is the experience of the people 
who are employed to create it. 
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Sound 
policies is a necessity if the advertis- 
ing program is to be successful. Those 
policies must be designed to with- 
stand the pressure of superficially 


adherence to advertising 


attractive and inherently wasteful 
advertising schemes. They must make 
it possible to move swiftly when an 
advertising need arises. 

An important step in the admini- 
stration of the bank’s advertising pro- 
gram is the selection of a good ad- 
vertising agency. This agency should 
occupy the same status and profes- 
sional relationship to the client as the 
bank’s legal counsel or its tax advisor. 
Every consideration should be given 
before an agency is appointed, but 
after it has been retained it should 
be considered a member of the family 
and given full confidence. Its staff, 
in turn, should not only serve as 
valued technical advisers but also have 
the bank’s best interests at heart. 

The good advertising agency should 
not just wait to receive instructions. 
It should come forward with sug- 
gestions. It should also keep in close 
touch with what the bank’s competi- 
tors are doing, both local and else- 
where, and above all, it should bring 
a flow of fresh ideas to the bank. 

Few functions in banking require 
such a broad knowledge of the field and 
involve such a diversity and volume 
of detail as in the advertising depart- 
ment of a large bank. There is the 
constant pressure of meeting dead- 
lines, the unrelenting demand for ac- 
curacy, and the need for maintaining 
an objective view of the bank as a 
whole. 

The bank advertising manager must 
be able to control detail, have a keen 
sense of values, and because the time 
element is so important, be able to 
make sound decisions quickly. He 
must, of course, be a good creative 
man, but in the final analysis, the suc- 
cess of his program will also depend 
upon his ability to be a good admini- 
strator. 


PREFABRICATED 
HOUSING 


CONTINUED FROM PAGE 41 


out a detailed questionnaire. If inde- 
pendent credit inquiries indicate it is 
inaccurate or in any sense deceptive, 
we will not accept the mortgage on 
any terms. Thus from the viewpoint of 
the lending institution, the Acceptance 
Corporation provides not only a mort- 
gage investment, but service and secu- 
rity. 

The Acceptance Corporation also 
ac vances construction loans to builder- 
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Bank 
Counter Equipment 


in the modern manner. 


In harmony with building designs and interior 


plans, our engineers and skilled metal craftsmen 


create and develop counter equipment to meet 


architects’ specifications. 


Typical WATSON Installations: 
Republic National Bank, Dallas, Texas 
Seamens Bank For Savings, New York City 





MANUFACTURING COMPANY 


ince 1887. 


>stown, New York 


WATSON, —Contract Specialists for nearly three-quarters of a Century, have one of the 


most diversified production outputs in the Metal Furniture Industry, supplying: office equip- 


ment and furniture for hospitals, courthouses, and public buildings; ship furniture; elec- 


tronics chassis and cabinets; and 


ROL-DEX record handling equipment for: 


CONSUMER CREDIT 
CENTRAL FILES 


CHECK FILING 
BOOKKEEPING DEPT. 


and other active bank records. 





dealers as they move ahead, and makes 
it possible for any buyer of a National 
home to get financing with a minimum 
of difficulty regardless of local money 
conditions. We prefer to see mort- 
gages financed through local institu- 
tions where practicable, but we recog- 
nize that it is sometimes difficult for 
local lenders to provide all the money 
needed for any substantial amount of 
local housing. 

Today’s mortgage market is the 
tightest it has been since our cor- 
poration was founded in 1940. Yet, we 
are not in any immediate squeeze since 
our Acceptance Corporation has mort- 
gage money which will provide blanket 


coverage for our dealers through the 
next nine months. It has an immediate 
market for all properly drawn and 
approved National Homes mortgages 
that are insured by either the F.H.A. 
or V.A. 

Nonetheless, our staff of experts is 
constantly watching for mortgage 
money. It has been our experience that 
almost any vigorous and adequately 
financed National Homes builder- 
dealer can build and sell 75 houses a 
year, and we have many who build 
more than 100 houses each year. This 
puts many of our dealers among the 
elite 5 per cent of those home builders 
who are turning out 25 or more houses 
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How Long 


Should Records be Kept? 
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Now 
available— 
our Manual of Re- 
cord Storage Practice 
with Retention Periods for 
general business and banks. It 
tells a simplified story of record 
procedure and an easy-to-do 
storage plan for inactive records. 
A VALUABLE GUIDE FOR 
EVERY BUSINESS. For your 
FREE copy, clip this ad to your 
letter-head and mail to: 
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Answers the "Wraps" Problems 

Put away, the 
Checkerette 
stores like a 
folding chair. 
Needed, it can 
be carried to the 
spot and set up 
in a few min- 
utes, without 
tools. Made of 
heavy gauge 
steel and dur- 
ably construct- 
ed, it stands rig- 
id in use. Two hat shelves and 4-foot bar 

















for coat hangers (or 32 straddle hooks) 
that can be assembled at heights for chil- 
dren, adults or long robes. Ideal for 
schools, churches, factories, offices, homes, 
coffee shops—for parties, luncheon groups 


—for stand-by or permanent installations. 
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a year in the United States. 

What’s more, our line of houses 
provides more than 60 basic floor plans 
and hundreds of exterior variations, 
with prices ranging from $6,000 to 
$40,000. This gives our builders an 
advantage over competition in the 
variety of models available. The pro- 
ductivity of the builder-dealer’s cap- 
ital is also increased at least 300 per 
cent because he can build and sell from 
three to five times as many National 
homes in a year as he can convention- 
ally built homes. This latter factor, 
speed of construction, helps in the 
acquisition of construction loans from 
local sources. 

Moreover, the mass produced, pre- 
fabricated home enjoys a _ national 
rather than a local market. This gives 
the lending institution a kind of added 
security that is new to the building 
industry. Prefabrication also lessens 
the appraisal problems of the banker. 
The quality of these homes is constant. 
The only price variations are due to 
location factor or local building codes, 
which may demand pipe conduit for 
electrical wiring, or other slight 
changes. 

Our builder-dealers have available 
to them the guidance of a staff of 
specialists who thoroughly understand 
codes, zoning and land planning. We 
have other departments that specialize 
in sewage disposal, water systems, 
schools, subdivision planning, selling, 
color coordinating and advertising. 


UR ADVERTISING alone repre- 

sented a cost of $1,600,000 last 
year and in 1955 the figure will run 
nearer $1,700,000. It is a sharp de- 
parture from just 15 years ago when 
our company started with $12,500 in- 
vested by friends and associates. This 
year our sales should be 5,200 times 
that original capital amount, reaching 
$65 million. 

Many lenders are favorably aware 
of the trend towards prefabrication. 
A memorandum by Howard T. Berg 
of The Savings Bank of Utica, New 
York, to the management of the bank 
recounts that institution’s experience 
with prefabricated housing. 

Mr. Berg recalls that there seemed 
to be so much public prejudice against 
a prefabricated, basementless house 
when a National Homes dealer began 
construction in that locality that the 
bank would not go along with him in 
any of the financing. 

The apparent antagonism of the 
public was only skin deep, continues 
Mr. Berg, for once they visited the 
model home their prejudices melted 
away and sales records soared. Bank 
management then reconsidered, took 
all the builder’s F.H.A. and V.A. ap- 
plications that were offered, and in 
the next few months made 103 such 
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President Vice-President 


Have key roles in expansion 


loans with a total investment of $688,- 
000. 

Mr. Berg then comments favorably 
on the bank’s subsequent experience. 
He notes an absence of the usual com- 
plaints about windows and doors not 
fitting properly, or about wet cellars, 
and adds that there were no difficulties 
whatsoever on either F.H.A. or V.A. 
appraisals. 

In his memo, Mr. Berg recommends 
that the bank finance another large 
prefabricated housing project by the 
same builder. 

Robert H. Wilson, president of the 
Percy Wilson Mortgage and Finance 
Corporation, Chicago, points out that 
mortgage investors are continuing to 
accept prefab homes on an equal basis 
with conventionally-constructed dwell- 
ings, even though they can now be as 
selective as they wish. 

“The mortgage banker,” Mr. Wilson 
said, “finds it easier and more profit- 
able to make construction loans for 
prefabricated homes than for conven- 
tionally built houses. This is because 
of the speed in which the packaged 
home is completed.” 

He noted that once construction is 
started, prefabrication does not allow 
for radical changes. Conventional con- 
struction owners often make enough 
alterations during the construction 
period to necessitate F.H.A. and V.A. 
change orders, V.A. valuation in- 
creases, and re-negotiation of the in- 
vestor commitments, all of which 
cause the mortgage banker a great 
deal more work without additional 
compensation, he concluded. 

“From our standpoint,” stated 
Louis M. Hershberg, secretary-treas- 
urer of the Union Savings and Loan 
Association, Crawfordsville, Indiana, 
“the big advantage of prefabricated 
houses, like those produced by Na- 
tional Homes, is that our appraisals 
are greatly simplified. Because we 
know the exact specifications of these 
houses and know that they are strictly 
adhered to, the appraisals concern 
themselves primarily with the neigh- 
borhood in which these houses are to 
be located. 

“The specifications also reduce con- 
siderably the amount of detail work 
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that is done in our office. There is less 
handling of each case and that saves 
a considerable amount of administra- 
tive expense.” 

These viewpoints substantiate my 
contention that prefabrication should 
be welcomed by lending institutions. 
Today it represents both a sound value 
and a desirable mortgage investment 
in the home building field. Factory 
methods lead to lower costs and less 
waiting time. These are important 
advantages to the home buyer, the 
builder-dealer, the community, and 
the lender. 
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FORWARD LOOK 
IN OPERATIONS 


CONTINUED FROM PAGE 44 


ficer, it is the finest aid that the 
accounting division could furnish him. 
The comptroller’s or auditor’s big op- 
portunity for service is in the field of 
interpretation of results, of budgeting, 
and of financial forecasting and an 
accrual system is an_ indispensible 
foundation for rendering that serv- 
ice.” 

An earnings and expense statement 
based on accrual accounting promptly 
reflects changes in the earnings trend, 
Mr. Lyle noted. The utility of such 
a statement can hardly be overvalued, 
he said. It is no longer necessary to 
translate changing interest rates into 
their dollar and cent earning equiva- 
lent, he continued, or to make memo- 
randum allowances for government 
bond interest that usually matures in 
four of the twelve months of the year. 
These changes and irregularities, he 
declared, are leveled or averaged by 
accrual accounting and are reflected 
in the next profit and loss statement, 
whether daily or monthly. 


Budgeting 


Wistar H. MacLaren, comptroller, 
The Philadelphia National Bank, 
Philadelphia, discussed budgeting. If 
it is undertaken seriously, said Mr. 
MacLaren, budgeting practically 
forces the bank to do some advance 
planning and it provides some par- 
ticularly handy tools for coordinating 
planning between different areas of 
operation. 

Looking at what a budget will do, 
and will not do, in the general field 
of loans and investments, he stated 
that the budget would not tell the bank 
what ratio it should have between risk 
assets and deposits, or risk assets and 
capital funds, but it will provide a 
ready means of seeing whether or not 
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ta’) Personal Money Orders 


Todd Register Checks are making new friends everywhere 


in the country, every hour of every banking day. They can 


be issued in less than 15 seconds. No officer signature is 


required. Snap-apart, triplicate forms eliminate detail work 


and record-keeping for busy bank employees. 


Customers, stockholders, bank officers are enthusiastic 


about this remittance service. It’s insured against counter- 


feiting, alteration and forged endorsement up to $250 per 


item! For complete information, mail the coupon. 


THE TODD COMPANY, Inc., Dept. BCH, Rochester 3, N.Y. 


Please give us full information regarding your 
Register Check Insured Personal Money Orders. No 
obligation, of course. 
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1c to 50c 


COIN CHANGER 


“The Lowest Priced Modern Changer” 





Exclusive Features: Removable top tray 
& inside storage box. 
There must be a reason why banks in 
48 states insist on the MP JR. Metal 
Products Engineering has enjoyed a 
reputation of complete reliability for 
the past 15 years. 
FACTS PROVE you are getting the most 
dependable changer available. Over 5000 
MP JR’s sold throughout 
the United States and not 
one penny spent for 
factory service. 


SIZE: 8”x10"x64%". Weight 9 lbs. 
Sturdy aluminum— gray ham- 
mertone finish. Parts and work- 
manship fully guaranteed. 


Another Great MP Value 


NEW 
Combination 


M> 


STAMP PAD AND PEN SET 


e Speeds Customer Service 
e Simplifies Housekeeping 
Extensively used by leading Western bank chains. 
Sturdy aluminum, gray hammertone 
finish. For right or left hand use. Set $ 95 
includes locked-in #1 stamp pad and 10 
famous Paper-Mate Desk Pen. 

















Complete 


METAL PRODUCTS ENGINEERING, INC. 


4000 Long Beach Ave., Los Angeles 58, Calif. 



















imitation leather or plastic 

commercial passbooks and 
pocket check cases 

SAMPLES AND PRICES ON REQUEST 
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ratios are reasonably in line with bank 
policy, as well as a means of seeing 
whether or not the bank is reasonably 
in line with other similarly situated 
banks. 

On the income side, said Mr. Mac- 
Laren, the budget will help the bank 
to plan the most efficient use of its 
earning assets, so as to provide the 
maximum income consistent with its 
requirements for safety and liquidity. 
On the expense side, he said that 
budgeting will not take the place of 
continued attention to operating meth- 
ods, or supplant cost analysis, job 
analysis or work simplification, but it 
will set up thoughtfully planned ceil- 
ings beyond which expenditures can- 
not go without proper authorization. 
In addition, he said that perhaps the 
budget’s most vital contribution is 
psychological. “The mere _ repeated 
attention given to expenses through 
the process of preparing a budget and 
reviewing it periodically,” he sug- 
gested, “‘will serve to make all hands 
more expense conscious.”’ 

Mr. MacLaren then discussed vari- 
ous general methods of approach to 
the “how” of budgeting. One of the 
hardest parts of budgeting, he said 
in this connection, is to get the budget 
set up for the first time because at 
this stage attention has to be paid to 
both the form and the content. Once 
the form is established, he said, the 
content becomes easier. 


Audit Evaluation 


Out of the old view, which con- 
sidered auditing purely as a police 
function, there has gradually evolved 
a new concept, declared Robert W. 
Fischer, vice-president, First National 
Bank, Minneapolis. This, while recog- 
nizing the importance of the checking 
of clerical accuracy and the detection 
of fraud, expands the concept to in- 
clude the critical and constructive 
analysis of all accounting and financial 
aspects of the business. In effect, he 
stated, this actually places greater em- 
phasis on fraud prevention than on 
fraud detection. 

Such a program as outlined by Mr. 
Fischer, must involve an understand- 
ing not only of the areas of exposure 
but the methods of defalcation that 
must be covered. It must check the 
accuracy and reliability of the account- 
ing data. It must measure the audit 
program in terms of operational effi- 
ciency. It must encourage an adher- 
ence to prescribed managerial policies. 

In setting a value on the program, 
he said, it must be recognized that 
its operation involves expense the 
same as any other business activity. 
The costs, in his opinion, must be 
justified by the results and benefits 
obtained by management. “If we make 
an honest objective evaluation of our 


audit program and cannot justify it 
on a profit and loss basis,” he said, 
“it is a challenge to us to find out why, 
and to make the necessary adjust- 
ments. If we do succeed, as I believe 
we should, then there is a challenge 
to our managements to give recogni- 
tion to the contribution our audit pro- 
gram makes to the effective operation 
of the bank.” 


Work Simplification 


In a particularly complete presenta- 
tion, Forde Steele, assistant vice- 
president, Central National Bank of 
Cleveland, outlined the organization 
and operation of a work simplification 
program. 

Using the definition of Ben S. Gra- 
ham of Standard Register Company, 
Mr. Steele said that work simplifica- 
tion represents the organized applica- 
tion of common sense to eliminate 
waste, including waste of time, en- 
ergy, materials, space and equipment. 
To be successful, Mr. Steele stated 
that work simplification has to become 
a way of life for all individuals in 
an organization. To carry out the 
program, he said it must have the 
support of management and it must 
include the participation of every em- 
ployee. 

The best results are obtained from 
a program that is presented formally 
to all members of the staff, he has 
found, and the secret of motivating 
the staff is to create a situation where- 
by members suggest improvements, 
not because they are told to, but be- 
cause they want to. A practical ap- 
proach to the problem is to conduct 
work simplification sessions first for 
representatives of top management, 
then middle management, followed by 
courses -for supervisors and in turn 
for all employees, he said. 

To encourage suggestions, Mr. 
Steele’s bank offered a ball point pen 
for every suggestion regardless of its 
basic value. In the ensuing six weeks, 
he reported, the bank received a total 
of 286 suggestions, compared to the 
thirty to forty that had been cus- 
tomary for similar periods. Of special 
significance in the results for this 
special period, he said was the fact 
that there was a definite improvement 
in the quality of suggestions as well 
as in the quantity. 

Suggestion systems need not nec- 
essarily provide a cash or other tan- 
gible award, he stated, adding that 
some very successful systems have 
been operated using recognition as 
the only incentive. 


Banking Costs 


On the matter of bank costs, George 
W. Meyer, assistant vice-president, 
American Trust Company, San Fran- 
cisco, took two positions: 1. That the 
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expense of doing business today, com- 
pared with past periods, makes a 
knowledge of costs essential. 2. That 
the development of a cost program 
need not be as complicated as it sounds 
and that it can actually be easy. 

Elaborating on the first position, 
Mr. Meyer pointed out that the cost 
of providing bank service today is 
some three times as much as it was 
15 years ago. In view of this tre- 
mendous increase, unless the bank 
knows its costs, it may be operating 
a department or a function at a loss. 
Interest rates may be unrealistic and 
service charges may be inadequate, he 
said. It is a question in many banks, 
he pointed out, if charges today re- 
flect this increase in costs. There is 
no way for a bank to know its costs, 
he added, unless it figures them out. 

Every bank should have the NABAC 
Cost Manual published a few years 
ago, he declared, and should read it. 
If its 418 pages have scared some 
of its readers, he said, they should 
remember that cost accounting can be 
easy. The point is, he explained, that 
the cost manual was prepared for 
banks of all sizes, that part of the 
manual is devoted to a program for 
large banks and part of it for small 
banks. 

In developing a simple cost account- 
ing procedure for a small bank, he 
said it will help if the work is divided 
into five separate parts: 1. Activity 
records. 2. Distribution of expenses. 
3. Item costs. 4. Functional profit and 
loss. 5. The earning rates on loans 
and deposits. In this way, he stated 
the work can be done in several steps, 
and advantages can be realized from 
each step as the work progresses. He 
said it is not necessary to wait until 
the complete cost study is finished to 
realize any benefit. 

Properly made and properly used, 
a cost study does not cost very much, 
in Mr. Meyer’s opinion, and the re- 
sults that may be realized as an aid 
to management always more than re- 
pay the cost. 


Bank Income Taxes 


When 52 cents out of every dollar 
of corporate profit must be trans- 
mitted to the United States Treasury, 
certainly as much thought should be 
given to the tax picture as to the 
earning of the 48 cents which will be 
made from the transaction, William B. 
Paul, attorney, C.P.A., Denver, told 
the convention. Some of the points 
made by Mr. Paul that may offer 
suggestions to banks follow: 

Many small banks do not explore 
the income tax approach to executive 
succession. Under a retirement pro- 
giam the income tax will provide 52 
per cent of the funds necessary to 
piovide the retiring executive an ade- 
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.. giant freeways rise 
on the wagon trails 
blazed by hardy 
California pioneers! 


Our children today complacently accept 
these modern miracles as their heritage. 
But the parents and grandparents of this 
and past generations, with their faith in 
the future of the great West, made this 
possible. The Pacific Coast is the fastest 
growing area in the world and WILSHIRE 


MORTGAGE CORPORATION has kept pace with 


this expansion in their overall mortgage 
loan marketing and servicing operation. 


Mortgage Loan Marketing 
and Servicing on the 
Pacific Coast 


Serving Banks, Insurance 
Companies, Trusts, Pension 
Funds and other Investors 





WILSHIRE MORTGAGE CORPORATION is an 
FHA approved mortgagee with major 
bank references; specializing in FHA and 
VA mortgages. We are marketing agents 
for savings and loan associations, banks 
and other originators. We have a large, well 
trained staff; complete legal, propert 

management and affiliated trustee facil. 
ties; established servicing record; 
complete IBM accounting and reporting 
system. Your inquiry for present or future 
delivery is solicited. 


WILSHIRE 
MORTGAGE CORPORATION 


WESTERN AVENUE corner FIFTH 


STREET, LOS ANGELES 54, CALIF, 








quate supplement to the social security 
program. 

Section 105(d) provides that the 
employee is not liable for income tax 
on amounts paid under sickness wage 
continuation plans. Are records being 
kept for employees. so that sick pay- 
ments will be clearly shown? 

Section 101(b) provides that a 
widow or the estate of a deceased 
employee does not have to pay tax 
on death benefit payments. The bank 
may deduct the payment. The op- 
portunity to get up to $5,000 tax free 
cash in the hands of a widow should 
not be overlooked. 

The tax effect of fringe benefits 
should always be considered in any 
well managed employee program, par- 
ticularly if the expenditure is deduct- 
ible by the bank and the employee 
is not required to report the benefit 
as income. 

If a bank failed to elect the use 
of a favorable new method of depre- 
ciation for new assets in 1954, the 
bank may file an amended return 
prior to January 1, 1956. (See pro- 


posed regulation 1.167(c)-1.) Appar- 
ently the proposed regulations will 
permit a new election to be made each 
subsequent year for assets acquired 
in such year. 

In 1954, the Treasury re-examined 
its reserve for bad debts position 
insofar as it relates to banks and 
approved an alternative method under 
which the bank may use an average 
experience factor based on any 20 
consecutive years after the year 1927. 
If the alternative method was not 
used in 1954, the matter should be 
reviewed. 


Insurance 


The evaluation of risk and the deter- 
mining of its potentiality is a func- 
tion in the overall bank insurance 
program for which auditors and comp- 
trollers are especially well equipped, 
the convention was told by Thomas F. 
Glavey, assistant vice-president, The 
Chase Manhattan Bank, New York 
City. 

Insurance is purchased too often, he 
said, as if it were an end in itself 
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with little attention being given to the 
relation of the risk insured to the 
possibility of even greater risk that 
may not be insured. As an example, 
he cited a possibility such as insuring 
a plate glass window where the max- 
imum risk might be $1500, against 
carrying non-ownership automobile 
liability coverage of only $25,000- 
450,000 where the risk might be un- 
limited. 

On Bankers Blanket Bond coverage, 
he pointed out that a year ago the 
Surety Association made available an 
endorsement without premium charge 
which by its terms converted a “Loss 
Sustained Bond” into a “Loss Dis- 
covered Bond.” Within the past few 
months, he noted that a substantial 
disagreement has developed as_ to 
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whether or not a California bank, 
which discovered a catastrophic de- 
falcation loss, did or did not have 
its bond on a discovery basis. The 
point is, he said, a situation is now 
disclosed which may very well exist 
in many other banks. 

In such hazards as fire, explosion, 
windstorm, falling aircraft, etc., he 
said banks may think only of the 
direct property damage that might 
result and overlook the secondary ef- 
fect. This, he explained, would be 
represented by the fact that the bank, 
particularly if it has only one office, 
would have to continue operations, 
regardless of the expense involved. 
He pointed out that it is possible to 
purchase insurance to cover this addi- 
tional expense. 

Of importance also, said Mr. Glavey, 
is the possibility of loans going into 
default because of borrower’s failure 
to maintain adequate coverage. Fre- 
quently, he advised, a word of inquiry 
will prompt a borrower to pay more 
heed to the well-meaning suggestions 
of his insurance agent. 


Automation 


Warren Morgan of Arthur Ander- 
sen and Company, in his talk on auto- 
mation in banks, stated that electronic 
devices in banking will follow three 
distinct paths: 1. The use of general 
purpose computers. 2. The use of 
special purpose computers. 3. The use 
of mechanical devices, such as check 
readers, which incorporate electronic 
techniques. 

He pointed out that the use in 
banks of the large scale general pur- 
pose computers would probably be 
limited because of the cost of the 
equipment. However, he went on to 
say that the future of small general 
purpose computers and automatic 
check handling equipment looked very 
bright. He cautioned the bank op- 
erating officers that the push-button 
office is still far in the future despite 
the dramatic claims heard every day. 
Discussing recent developments, Mr. 
Morgan stated his opinion that auto- 
mation in some form would ultimately 
become available to the small as well 
as to the large banks. 


Numbered Accounts 


The belief that the imprinting of 
customers’ names on checks and the 
coding or numbering of accounts will 
pave the way for more efficient book- 
keeping was expressed by John C. 
Shea, vice-president, Whitney Na- 
tional Bank of New Orleans. This 
will be true, he said, either with 
automation or without automation. 

Following an _ investigation, Mr. 
Shea’s bank developed an imprinting 
and coding program that he stated 
has proved its value many times over. 


In lieu of setting type for this opera- 
tion, he reported that his bank uses 
a mat cut on an electric typewriter 
which in turn is run through a muiti- 
graph machine. The finished product, 
he said, looks exactly like printed 
work. 

He then stated that the mats are 
inexpensive and, in fact, cost slightly 
over one cent apiece and can be used 
to imprint checks for the accounts 
of four depositors. As a result, he 
told the meeting, the question of 
illegible signatures has been elim- 
inated, and both the bank’s customers 
and the stores and companies handling 
their checks have been very pleased. 

In its coding, the bank uses an 
alphamerical system, developed with 
the same sequence of listings as the 
telephone book. The primary numbers 
used, Mr. Shea explained, are one 
through 984, which give the bank a 
fine enough break so that the first 
sort can be set up without difficulty. 
Ledgers are subsequently divided into 
personal and business accounts. Under 
this primary numbering system, he 
states that each number controls ap- 
proximately 30 personal accounts and 
10 business accounts. 

Under the imprinting, Mr. Shea 
stated his bank offers customers four 
different styles of checks, free of cost, 
and also provides imprinted deposit 
tickets. 


Post-to-Check 


Discussing the posting of cus- 
tomers’ accounts, Joseph A. Hall, III, 
deputy comptroller, The Citizens and 
Southern National Bank, Atlanta, 
Georgia, concluded that the post-to- 
check operation appears to be more 
efficient than the conventional dual 
or single posting plans. 

Post-to-check, he felt, affords better 
audit control and with equally trained 
personnel will result in a higher de- 
gree of accuracy than under single 
or dual posting. “Certainly, our expe- 
rience with it has proved that it is 
the best plan for special checking or 
no-minimum balance accounts,” he 
said. “In the smaller offices where we 
have used it on both regular and 
special accounts, it has been entirely 
successful. We are not completely con- 
vinced that it is the system to use in 
our larger offices where there is a 
larger percentage of high volume in- 
dividual accounts. We don’t think it 
is the answer to a maiden’s prayer 
but feel more that it should be looked 
upon as a stop-gap between the con- 
ventional single and dual plans and 
electronic accounting.” 

Actually, post-to-check is a dual 
posting plan, Hr. Hall said. It should 
be realized, he continued, that under 
the plan one posting is made daily 
and a second posting is made monthly 
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when the statements are rendered. 
This, in effect, means, he said, that 
at the end of the statement rendering 
operation, the bank has effected the 
same operations as are carried out 
under a conventional dual posting 
plan. 


Teller Operation 


Discussing the teller operation, espe- 
cially from the viewpoint of the small 
bank, L. L. Loerch, cashier, The First 
National Bank of Tekamah, Tekamah, 
Nebraska, expressed the belief that 
everything should be placed in such 
a position that the teller faces the 
customer at all times. Ninety per 
cent of the bank’s business is done 
through the teller’s window, Mr. 
Loerch stated, so the teller should 
have adequate supplies and he should 
be equipped with the proper tools. 

First of all, said Mr. Loerch in list- 
ing the teller’s requirements, he should 
have a modern change dispenser. With 
the old-time change maker, it is neces- 
sary to pull three keys to pay out 85 
cents; with the new type all he needs 
to do is to push one key, and the 
change is dispensed to the customer. 
An adding machine with an aggregate 
total is another essential item. It 
should be placed close to the window 
so the teller does not have to leave 
his position to use it, said Mr. Loerch. 
For larger banks, he recommended the 
new teller machine which issues a 
receipt for the customer and provides 
cash totals at the end of the day. 
Such things as automatic coin count- 
ers, Wrappers, coin sorters and sta- 
plers are a great help, he noted. 

A new item, he pointed out, is the 
portable typewriter. The old-time 
method of draft registers should be 
abolished, he said, and a duplicate 
draft system installed and the drafts 
typed, with the duplicate copy being 
the bank’s record and stapled to the 
draft when it comes in at the end of 
the month. Another item, a small, 
three-compartment tray should be 
placed at the side of each window, 
he added, to house deposits, checks, 
and cash in and out tickets. All cash 
drawers, he said, should be placed 
directly in front of the teller as he 
faces customers. 

The reason all of these things 
Should be modern and up-to-date, he 
stressed, is because the teller of today 
Should be very efficient, something he 
cannot be without the proper tools. 


Drive-In, Walk-Up Windows 

“We have turned our bank inside 
out by having nine drive-in windows 
and two patio or walk-up windows,” 
William H. Miller, vice-president, 
First National Bank, Fort Lauderdale, 
Florida, informed the audience. 

These windows, he went on, cash 
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checks, receive deposits, receive 


Christmas Club payments, receive in- | 


stalment loan payments and the pay- 
ments on electric light and city water 
bills. In addition, he said that window 
No. 1, which is adjacent to the savings 
department, handles savings deposits 
and withdrawals and also the bulk of 
the bank’s payrolls. At the drive-ins, 
his bank is serving from 100 to 200 
cars per day per teller. 

While most banks have been stream- 
lining their windows inside, he thinks 
they need to give more attention to 
their drive-ins. In order to speed up 
its service, his bank has replaced pass- 
books with tellers’ machines, cutting 
down at least 30 seconds per customer. 
It has gone to snap-out carbon deposit 
tickets, giving the second copy to the 
customer as his receipt. 

In the bank’s first six drive-ins, it 
is now using Lamson tubes and tele- 
phone as a method of communication. 


In the latest three, it is using televi- | 





sion. This television, Mr. Miller stated, | 


is 100 per cent satisfactory as far as 
checking customers’ balances and sig- 
natures but it is a little expensive. 
Like home television, when a tube 
goes out, the machine is inoperative 
and it is necessary to get repair serv- 
ice from Miami. 

At the drive-in windows, tellers keep 
a supply of candy for the children of 
customers. 

Credit Files 


In his talk before the bank auditors 


and comptrollers, Richard G. Kreis, | 
First National | 
Bank, Scranton, Pennsylvania, told of 


vice-president, The 

the great need for credit files in small 

banks. 
“Every 


bank, regardless 


of $1,000 or more,” said Mr. Kreis. 
“This credit file should be in writing 
and be available to any officer when- 


ever he may be involved in passing on | 
the loan application of a borrower. | 
Many banks, faced with the death or | 


disability of a loaning officer, have dis- 


covered that all the credit information | 
was in the ‘head’ of the stricken per- | 


son. That places the bank in an awk- 
ward and unenviable position.” 

The credit file should contain com- 
parative statements of resources, li- 
abilities and operating earnings and 
expenses, Mr. Kreis believes. It should 
contain the loaning officer’s opinion, 
the type of loan, whether secured or 
unsecured, collateral and percentage 
to be maintained if collateral is re- 
quired, terms of loan and _ interest 
rate. If a line of credit is authorized, 
extent of the line should be noted. 

Other information to be included in 
the credit files, he continued, should 
be replies received from references, 
information from credit reporting 








of size, | 
should have a current and up-to-date | 
credit file on all unsecured borrowers | 
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companies, references to overdrafts 
and returned checks, comments on the 
past year’s operation, changes in net 
worth and working capital, and 
changes in management, resumes of 
visits and the important points of 
discussion, newspaper items, etc. 

Such information, declared Mr. 
Kreis, will prove extremely helpful 
to the bank. It will represent material 
that is immediately available to bank 
examiners, other officers of the bank 
and the board of directors. 


Personnel Problem 


The fact cannot be denied that 
banks are short of capable manpower, 
Bon R. Bryan, vice-president, Utica 
Square National Bank, Tulsa, Okla- 
home, told the small bank session. 
They are faced with the necessity of 
continually looking for personnel that 
will provide them with smoothly func- 
tioning staffs. 

First of all, to attract the type of 
applicant desired, he suggested the 
adoption of a progressive salary ad- 
ministration program as a means of 
setting rates. He also saw job analysis 
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and evaluation as a very necessary 
program. The analysis of jobs, he 
said, assists management to establish 
a logical range of salaries. 

Many bankers shy away from talk 
of salary administration and job an- 
alysis, he believes, because they feel 
that their particular banks are too 
small for such things, that these pro- 
grams are only for the big city banks, 
or that their banks, having gotten 
along without them for years, need 
not change now. After getting into 
the two programs, he explained, there 
really isn’t anything to them except 
to see that the bank, for the stock- 
holder’s dollar, receives service worth 
a dollar. On the other side, he said 
the programs when properly admin- 
istered will assist management in 
dealing more fairly with employees 
and in bringing employer-employee 
relationships to a higher level. 

Other factors that he considers im- 
portant are training, the providing 
of further education in _ banking, 
fringe benefits (it is his opinion that 
those are appreciated most for which 
the employee contributes), and cour- 
teous and considerate treatment by 
officers. 

“To boil it down,” he says “em- 
ployees want more than anything else 
to be a part of the organization and 
members of the team that once in a 
while get a pat on the back and an 
inspiration to do more and better.” 


Small Bank Audit 


“Audit Control without a Full Time 
Auditor,” was the intriguing subject 
of an address delivered by J. A. 
Hauck, executive vice-president, Ex- 
change Savings Bank, Mount Pleasant, 
Michigan. 

Mr. Hauck granted at the outset 
that it is very difficult to establish 
audit and control in the small bank. 
The limited number of employees re- 
quires a multiplicity of duties for 
each, he said, yet this is the area in 
which control faces its greatest test. 

However, he went on, adequate 
safety in all areas of activity can be 
summed up in two words: dual con- 
trol. He said this means nothing more 
nor less than the employment of pro- 
cedures that will guarantee that the 
complete control of every transaction 
will pass to someone other than the 
person originating it, before it is 
completed. The success of such a pro- 
gram, in his opinion, does not depend 
upon the employment of complicated 
procedures but rather on the art of 
analyzing each problem and adopting 
the least cumbersome answer. 

Dual control, at first glance, he 
explained, signifies the handling of 
a physical thing in a manner that 
insures the presence of two people at 
each handling. Its application to bank 


operation, however, he stressed, re- 
quires a broader view. Bank opera- 
tions, he said, embrace three com- 
ponents: 1. actual handling of assets. 
2. recording of the transactions. 
3. supervision. The application of dual 
control, he declared, should be such 
that no one person has the opportunity 
to handle all three functions. 

Some member of the staff should 
be made responsible for the control 
program at its inception, he stated. 
This control officer, Mr. Hauck stated, 
must understand accounting, espe- 
cially as it pertains to banking and he 
must have the ability to perceive all 
activities as a composite, to change 
where necessary, to add where needed, 
and to delete where expedient. 


Convention Highlights 


A recommendation by the nomina- 
ting committee to shorten the over- 
all period of service of national officers 
was voted upon and passed by the 
convention. This action combined the 
posts of secretary and treasurer, with 
the result that there was no election 
for the office of treasurer and the 
line of succession was reduced by one 
year. 

In the move-up of officers, Robert 
F. Goodwin, comptroller, Wachovia 
Bank and Trust Company, Winston- 
Salem, North Carolina was elected 
president for the 1955-56 year. Ed- 
ward F. James, treasurer, Fidelity- 
Philadelphia Trust Comapny, Phila- 
delphia, became first vice-president; 
Steve H. Bomar, vice-president and 
treasurer, Trust Comapny of Georgia, 
Atlanta, second vice-president; and 
Franklin D. Price, comptroller, First 
National Bank in Dallas, Texas, sec- 
retary and treasurer. For the national 
headquarters, Darrell R. Cochard con- 
tinued as executive secretary and 
Harry E. Mertz as assistant executive 
secretary. 

A round of social activities was 
interspersed with the working ses- 
sions. For the wives of delegates, 
there was a musicale, a luncheon at 
Denver’s Wolfhurst Country Club, and 
a brunch. For both women and men, 
there was a reunion party, an evening 
of entertainment at Phipps Audito- 
rium, a huge reception and banquet, 
and an all-day tour into the Rocky 
Mountains. 

Most of the working sessions, as 
well as the banquet, were held in the 
city’s Civic Auditorium. Here also, 
ringing the entire auditorium, were 
the exhibits and displays of a record 
number of bank equipment and serv- 
ice companies. 

Registration totaled some 1,200, and 
Rollo E. Jacobs, vice-president and 
cashier, United State National Bank, 
Denver, served as general convention 
chairman. 
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The 70 foot red neon signs on all four sides of the new 25-story Fulton National Bank 
have now been turned on and the eyes of Atlanta are upon the new building. The letters are 12 feet 
high and 10 feet wide, and are white by day and red by night, and can be seen for 
many miles from all directions. 


When you are in Atlanta come see one of the most beautiful, modern and efficient 
banking quarters in America, with many new ideas in customer service and employee 
convenience. You will see a vault on every floor convenient to the department which uses it; 
you'll see special conveyors and a pneumatic tube system serving each department, 
and other modern equipment to speed banking service. 


Our correspondent banking department is greatly enlarged and will be able to serve even 
better in the future. If we can help you or your customers with your problems 
in the Southeast, please call on us. 





TEN LOCATIONS SERVING THE ATLANTA AREA 
MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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"STATEMENT OF CONDITION 


At the Close of Business October 5, 1955 


ASSETS 


Cash on Hand and Due from Banks . .. . 
United States 

Government Obligations. . $ 93,153,876.28 
Public Housing 

Authority Obligations 

(Fully Guaranteed) . . . 4,423,301.40 
State, County, and 

Municipal Bonds . .. . 21,430,372.45 
Stock in Federal Reserve Bank. . . . 
Other Bonds. . ° 
Bills of Exchange and Commodity Loans ° 
Loans and Discounts. . . . «© « « 
Income Accrued . . . . «6 «© « « 


Letters of Credit and Acceptances . 
Banking House and Equipment. . 
Other Assets . . . . . . . 


LIABILITIES 


Capital Stock . . . 
Surplus Fund. . . . 


. . $ 20,000,000.00 
Undivided Profits. . . . 


20,000,000.00 
— 717.25 
Reserved for Contingencies 
Reserved for Taxes, Ete. . 
Deferred Income. . . 
Letters of Credit and ‘Acceptances 
DEPOSITS: 
Individual . . . . . . $450,405,768.39 
Banks . . . . . + « 200,465,203.63 
U. S. Government . 9,228,052.60 


. 
. 
* 
. 
. 


$240,446,810.47 


119,007,550.13 
1,200,000.00 
3,203,914.77 
7,840,317.36 
338,122,709.56 
2,111,829.69 
4,460,306.43 
7,772,470.03 
141.085.79 





$724,306,994.23 


$ 49,523,717.25 
3,867,132.01 
4,544,171.23 
1,812,642.69 
4,460,306.43 


660,099,024.62 





$724,306,994.23 


Whether you bank with us or not 


. feel welcome to call on us for good turns 


... business or personal 
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